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CHICAGO: OCTOBER 24, 1945 


PRINTING STRIKE IS OVER — The three-weeks-old strike of union printers in Chicago 
ended early this morning and most of the city’s large plants, which had been completely para- 
lyzed by the walkout, are resuming operation. Magazine publishers, fighting to make up for 
lost time and get issues into the hands of readers, still face many difficulties. A tremendous 
backlog of work has piled up during the strike, and bottlenecks in typesetting can be ex- 
pected for weeks to come. Possibly it will be a month or two before operations return to 
normal and magazine issues are mailed on time. . . . This October 13 issue of American 
Lumberman should have been in the mails on October 12. The delay, of course, was 
beyond our control, but we regret the resulting inconvenience to readers. The October 27 
issue also will be late. Just as fast as it is humanly possible we will return to a normal 
schedule. In the meantime please bear with us. We're trying to keep American Lumberman 
as good as ever, and publish timely, up-to-date issues, in the face of unusual difficulties. 


BILL FOR CEILING PRICES ON HOUSES—Senator Wagner, New York, said early this 
week that he may sponsor legislation to impose ceiling prices on houses. In his capacity as 
chairman of the Senate banking committee which handles price control legislation, Wagner 
may serve as the vehicle through which OPA Administrator Chester Bowles will push his 
idea of fixed prices for dwelling units. ‘I had a conference with some interested government 
officials this morning and something may be introduced soon,’ said Wagner on Monday. 
Bowles, as well as John B. Blandford, Jr., national housing administrator, are known to advo- 


cate price ceilings for homes. Reconversion Director Snyder, however, is reported as cool to 
the idea. 


WAR PRODUCTION BOARD FOLDS UP—WPB goes out of existence, by Presidential 
executive order, on November 3. It will be succeeded by the Civilian Production Adminis- 
tration. WPB Chairman Krug has resigned as of the terminal date. John D. Small, graduate 
of the U.S. Naval Academy, has been appointed head of the new agency. The Civilian Pro- 
duction Administration will be smaller and more compact than was WPB— will take over 
the remaining controls of the older agency. 


BUILDING PICTURE STILL A MUDDLE-—The revocation of L-4] has had no discernible 
effect on building activity. Shortages of construction materials are still severe. Skilled build- 
ing mechanics are still scarce. Agitation for price ceilings on completed homes is adding 
confusion to the picturé. Even the most optimistic observers don't expect much home build- 
ing before next spring. 


DISPOSAL OF ARMY CAMP SALVAGE—What will be done with the lumber which can 
be salvaged when army camps are torn down? Much of it will be fairly decent stock—suit- 
able for remodeling jobs, farm construction, etc. The next few weeks will see this issue 
raised in Washington, and some observers fee! that the government will retard distribution 
of such salvage by establishing awkward controls. The public will be served better if the 
materials are made available for distribution through normal trade channels. 
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“If I had 


the wings of 
an Angel..” 


ARM animals would need 

wings if they wanted to get 
on the other side of American 
Fence. That’s because Ameri- 
can is well-built of special, 
strong steel, and even the 
“tough guys” can’t push it over. 

Farmers know from experi- 
ence that long-lasting Ameri- 
can Fence keeps animals where 
they belong. They know, too, 
that this popular fence is made 
to absorb shocks, is flexible, 
and will spring back into posi- 
tion. That’s why they buy more 
U-S-S American Fence than 
any other brand. 


We’re making a lot of Ameri- 
can Fence these days, but still 
not enough to fence in every 
farmer’s rampaging bull and 
wandering cow. We shall con- 
tinue to do our best to take care 
of the most urgent needs, so 
get in touch with us. 

In the meantime, send for 
our big, free catalog of wire and 
fence products. 


EVERY SUNDAY EVENING, United States 
Steel presents The Theatre Guild on the 
Air. American Broadcasting Company coast- 
to-coast network. Consult your newspaper 
for time and station. 


FENCE 
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HIGHLIGHTS of the Issue 


AFTER BEING held up by strikes for three 

weeks, we are at last able to present to our 
readers a variety of thought-provoking and 
timely articles. 


IN THE PAST, AMERICAN LUMBERMAN has pre- 
a sented ideas for modernizing the lumber 
dealer’s store. The article on page 42 illustrates 
how one California lumber dealer has completely 
remodeled his store, making the exterior and the 
sales room more attractive to customers. 


> ONE OF THE headaches for a dealer is how to 
bring customers back to the store when he’s 
had to tell them he’s out of what they want. The 
article on page 44 tells how one dealer. solved 
this with a postcard campaign. Taking the cus- 
tomer’s name and address, he sent a postcard 
when the article requested came into stock. When 
four out of five answered the card by coming in, 
this dealer knew he had found a way to hold 
customers. 


A steapy following of readers and customers 
» was gained by one dealer when he started pub- 
lishing a one-column ad in which he aired popu- 
lar controversial issues of the day. The article 
on page 46.tells how effective this type of insti- 
tutional advertising can be. 


HER HOME is the center of a woman’s life. And 

whether she is able to run it efficiently and 
easily depends to a great extent on how it is 
built. The article on page 49 tells what women 
want in the way of storage space, built-in con- 
veniences and lighting equipment to make their 
work simpler and more enjoyable. 


CHILDREN FOLLOW Santa Claus and parents 
> follow the children. Realizing how true this 
is, merchants all over the country bring Santa 
Claus to town, fostering good will and at the 
same time attracting customers. On page 52 is 
a discussion of the various ways Saint Nick 
arrives to entertain the children in cities all over 
the United States. 


How one large, old fashioned house was 
> changed from a white elephant into valuable 
living quarters is told on page 55. With some new 
material and a lot of ingenuity, the large rooms 
in the house were converted into seven comfort- 
able apartments, an idea that could be used to 
advantage with the housing shortage still acute 
in many areas. 
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MALL Gasoline Engine Chain Saw. Available in many 

cutting capacities. Also Pneumatic and Electric models. 
MORE TIMBER — Cuts trees closer to the ground, MULTIPLIES MANPOWER — Inexperienced men can 
leaves shorter stumps, adds lumber to every tree. operate a Mall Chain Saw after a few instructions. 
Bileo tensemn fee haneed. Worker's fatigue is reduced; his output increased. 


6K s i i tarts 
FASTER — Fells, limbs and bucks pine or hardwood poe oy afl ee ae 


many times faster than hand-operated cross-cut saw. hard, continuous usage. Has stall-proof clutch and 
Readily portable—no tractors, skids or trucks needed. handle throttle. Electric Chain Sharpeners available. 


Write for name of distributor nearest you. Demonstrations can be arranged. 


MALL TOOL COMPANY ad 7733 South Chicago Ave. « Chicago 19, Ili. 


Offices in 


Principal ad O 4 TA B L E 





_— AEe) POWER TOOLS 
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Pricing Problem Challenges 
The Home Building Industry 


Apparently Chester Bowles of the OPA and 
John B. Blandford, Jr., of the NHA are still un- 
happy over the fact that L-41 has been revoked. 
Superficially it would seem that their unhappiness 
arises from the fear that revocation of the con- 
struction limitation order will stimulate inflation in 
the price of houses. 


It might be assumed that the chief task facing 
Administrator Bowles is the control of inflation, 
and that the primary duty of Administrator Bland- 
ford is to see that the Nation is well-housed. No 
doubt both of these gentlemen want to perform 
creditably on their jobs. Naturally their interests 
coincide because the price of homes and the 
quantity production of homes are inter-related. 
It's the old law of supply and demand: When 
there are plenty of homes the danger of inflation 
wanes; when homes are scarce people might force 
prices up by bidding against one another for the 
privilege of buying. 

Mr. Bowles certainly understands this basic eco- 
nomic law very well. Most of his argument for 
ceiling prices on homes is based on it. It is hard 
to understand, therefore, why he does not wel- 
come the revocation of L-41, since that revocation 
is at least a first step toward volume building of 
homes. And when we have volume home build- 
ing the threat of inflation will disappear; the pub- 
lic’s purse will be saved just as effectively as it 
can be by hocus-pocus or regulation. 

We find it equally hard to understand why 
Mr. Blandford does not welcome the death knell 
of L-41. He knows, and has gone on record as 
So saying, that the only ultimate solution of the 
housing situation and the corollary inflation in 
real estate prices is the construction of the great- 
est volume of housing in the country’s history. He 
has pledged the aid of the National Housing 
Agency in helping industry achieve that volume 
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as soon as possible. It must be self-evident that 
the first step in reaching that volume was the 
abolition of L-41 and related controls over hous- 
ing production. 

- Unfortunately, the demise of L-41 did not usher 
in the immediate resumption of volume home 
building. We have a long way to go yet. Lumber 
and building materials are still in critically short 
supply, and there is certainly no surplus of skilled 
building mechanics. When those problems are 
solved we can get down to serious home build- 
ing, but even the most optimistic observers believe 
it will be next summer before volume construction 
is possible. In the interim there is some danger 
of inflation. 

The possibility of inflation during this interim 
offers a challenge to the building industry. It is 
a challenge to keep prices as low as possible con- 
sistent with sound business practice, and to pro- 
duce homes within the incomes of those who need 
them most—such as returning veterans. Obvi- 
ously homes cannot be built as cheaply as they 
were before the war because the costs of ma- 
terials, and particularly the costs of labor, have 
risen. 

_ With lumber and building materials under price 
controls such as now exist, the important remain- 
ing factors which might cause inflation are labor 
costs and the contractor's profit. Labor is entitled 
to fair wages and contractors are entitled to fair 
profits. But exorbitant. profiteering by either of 
these groups might cause inflation in housing and 
strengthen the case of those who are trying to 
clamp new and more rigid controls on the indus- 
try. This is a challenge which all factors of the 
building industry must be big enough to meet 
lest they impose unfair restrictions on other groups 
within the industry. 

The real problem, however, is to get home build- 
ing started on a big scale. If government officials 
would devote their energies to that problem, rather 
than to conceiving and promoting elaborate and 
ridiculous controls, the whole country would be 
better off. 














An architect's drawing of the new Whiting- 
Mead Co. retail store in National City, Calif. 
The building, 115-175, is of frame construc- 
tion with stucco exterior and is located one 
block from the. city’s main business corner. 


A NEW, modernized lumber and 
building material store was 
opened recently at National City, 
Calif., by the Whiting-Mead Co., 
which operates six retail outlets in 
that region. The new store is lo- 
cated on a corner, one block from 
the city’s central business corner. 
The building, 115x175 feet with six 
large display windows and a tall 
neon sign at the corner, is one of 
the outstanding retail stores in the 
community. It was converted into 
a store and display sales room from 
a warehouse and is of frame con- 
struction with stucco exterior. 
William H. Stewart, one of the 
firm’s partners, and Paul Stake, 
merchandising manager, broke the 
merchandising setup into ten de- 
partments in planning the store 
and sales arrangement. These ten 
departments are: electric supplies 
and fixtures, hardware, paint, roof- 
ing, wallboard, plumbing supplies 


California lumber retailer builds new up-to-date 
store and expands lines to attract more consumers. 


and fixtures, sash and doors, ce- 
ment and plaster, floor coverings, 
and lumber. 

The majority of these depart- 
ments, contain a more varied and 
complete stock than is generally ac- 
cepted by the retail lumber indus- 
try. The hardware department will 
not only include a complete stock of 
builders’ hardware, tools and house- 
hold helps, but will also offer seeds, 
garden tools, sprays and fertil- 
izers. Household electric appliances, 
which were off the market during 
the war, will be aggresively mer- 
chandised by the Whiting-Mead Co. 
Officials of the firm do not intend to 
neglect in any manner the basic 
building material lines, but by 
offering all items for the housewife, 
even such items as linens and 
dishes, they are confident they will 
be able to attract women in large 
numbers to the store and thus cul- 
tivate their interest in the Whit- 


A Serve Yourself Department 
In a Lumber Store 


The inauguration of serve-yourself merchandising in lumber stores is 
proving successful for the Whiting-Mead Co., which operates six retail 
outlets in California with head offices in San Diego. Although this firm’s 
serve-yourself setup is still in the experimental stage, F. E. Miner, branch 
store supervisor, has this| to say of the program thus far: 

“For some time we have felt the need to reduce sales expense on 
store merchandise. We have been experimenting at the East San Diego 


and National City stores. 


The electric, hardware, paint and plumbing 


departments have been arranged so that customers can easily make 


their own selections. 
also increasing sales.” 


42 


It not only is decreasing sales expense but it is 





ing-Mead Co. as a source for all 
materials and services that concern 
the home. 

Operating under the slogans 
“Everything for Building’, “Helps 
for Better Homes”, “A Department 
Store of Building Materials” the 
company offers complete one-stop 
service to builders in planning, 
financing, materials and _installa- 
tion. John Gardner, one of the 
partners, and. manager of the Na- 
tional City Store, in addition to his 
other duties, is in charge of 
plumbing installations. During the 
wartime shortages of materials, 
Whiting-Mead Co. maintained a 
consultation service to assist cus- 
tomers with their priority and ma- 
terial procurement problems. With 
prospective home owners now of 
prime interest to the firm this con- 
sultation service is expected to be 
one of the firm’s big assets in cul- 
tivating customers and maintaining 
control of home building jobs in 
the trade area. Emphasis now, of 
course, will be on actual home plan- 
ning and building problems, rather 
than priorities. 

F. E. Miner, branch store super- 
visor, is busy procuring all the 
lumber, building materials and 
other items possible to keep the 
company’s six outlets well stocked. 
When materials in all categories 
again flow freely into retail chan- 
nels, Mr. Miner and his colleagues 
will keep shelves, display islands 
and windows filled with a wide va- 
riety of attractively presented, 
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One of the departments in this store which is of especial in- 
terest to women. A woman clerk is on hand to serve the cus- 
tomers. Attractive island displays permit easy customer access 
to merchandise and facilitate the self-serve program of this 


firm. 


clean merchandise for all home 
owners and their wives. 

The Whiting-Mead Co. now oper- 
ates six lumber and building ma- 
terial stores in California at San 
Diego, main store and head office; 
East San Diego; National City, 5 
miles from San Diego; El Cajon; 
Oceanside and El Centro. Plans 
have been prepared for rebuilding 
the main store and office in San 
Diego, to house almost an entire 
block of the most up-to-date offices, 





warehouse and retail store. Just 
as soon as materials and labor are 
sufficiently available, this project 
will be completed. 

About a year ago the Whiting- 
Mead Co. ownership was spread 
among a number of long-time em- 


Two wrapping counters with the cash register 
between makes for prompt customer service 
in this modern lumber store. 
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Paint department in the modernized National City store. As 

the photo shows, the firm not only carries a complete line of 

paints, but stocks a fine line of the accessories that logically 
go with paint merchandising. 


ployes, who purchased stock and 
became partners. This gives the 
firm a combination of local owner- 
ship as well as centralized control 
and buying. The firm which has 
been in existence 33 years, has com- 
plete faith in the future of the re- 
tail lumber and building material 
business, and has adopted the mod- 
ernization program to conform to 
postwar merchandising standards 
for retail lumber and building ma- 
terial stores. 





POSTCARD CAMPAIC 


URING THESE wartime years 
every retailer has had to turn 
down potential customers who 

came into his store seeking some 
particular item or type of merchan- 
dise. “Sorry, but we don’t have 
that item in stock,’”’ became a stere- 
otyped reply, constantly reiterated 
by retail salesmen. It echoed from 
coast to coast—from Canada to the 
Gulf. 

It was inevitable. Merchandise 
was scarce, and the critically short 
lines could not be stretched to meet 
the demand. Some customers had 





Does the customer who can’t get what he wants on his 
first visit come back — or is that sale lost forever? 
This merchant solved the problem to his advantage. 


to be disappointed. But what be- 
came of the disappointed customers 
of any particular dealer? Were 
they lost to that dealer forever— 
or were they brought back to the 
store to buy again and again? 

Of course some dealers—or their 


sales personnel—let the _ sellers’ 
market go to their heads. They 
were discourteous, uncooperative 


and not particularly interested in 
the customers’ problems. Accord- 
ingly, they drove away potential 
buyers who may never return. 

On the other hand, there were 
many dealers and retail salesmen 
who made a sincere and conscien- 
tious effort to hold their customers. 
They remained courteous, patiently 


Employees of the store contest with one another to see who can fill out the most cards and 
bring back the most customers. Prizes are offered, and intrastore circulars like this keep sales 
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We all know the misery of standing in line for cigarettes 
and sugar and we have all suffered from the careless treatment 
we receive in many other stores. 


Yes -- this is our game to play and to enjoy and to 
profit-by, because it not only makes our customers more comfort- 
able but we gain a host of appreciative-friends by acting human, 
and operating with a very simple plan. 


Let's call it the "Early Bird" Plan for it is a good 
way to indicate to‘our publid’a new ter service - that 
we are able to perforn. 


You know that "the early bird caught the worm" and we 
are going to treat our customers like an " ird" should be 
treated, (and not like the worm) -~ eventhough they both got up, 
very, very early in the mrning. 

Very truly yours, 


PATTERSON BROTHERS 


(Walker “Rateable. 


Walter M. Howlett 
General Manager 
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tried to explain the reason for ma- 
terial and merchandise shortages, 
made every effort to satisfy the 
buyers’ needs. This investment in 






































edits 
er, Plus the Total Aeon on which 







































































































































































A prize for the best suggestion in the operation 


of this plan or a proposal of operating the succeeding 
contests. 


1st prise --—— $5.00 
2nd prize ---= $3.00 





3rd prize ---- $1.09 








Hy Submit suggestions prior to September 15, 1945 
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i ers during the period of merchan- — vey last week brought out the fact ting extra business back into “+ 
i dise shortages was a postcard cam-.__ that four out of five customers Te- store, we are building up a mighty 
: paign inaugurated by Patterson turned and bought the materials fine potential _ Sales back-log on 
i Brothers, 15 Park Row, New York that they were looking for. many of our items. As we ge 
: City. Although that firm is in the “Customers receiving this serv- over the stacks of cards on any rs 
| retail hardware business, this idea ice are grateful and appreciative those items, we know that this oe 
i could be adopted by almost any nd enthusiastic in their praise— play no small part in helping us to 
| lumber dealer. a good will builder for years to determine just what the potential 
i A sample of the postcard used by come. market is on those ep — — 
i Patterson Brothers is reproduced “It is important that by this it is time to buy them this informa 
d with this article. The card is self- plan we are mailing ‘thousands of _ tion will be of great value. . 
f explanatory, and a study of it will. dollars of notices’ each week that “This little postcard system — 
reveal the purpose of the entire have extremely high potential val- a beautiful selling job and wi 
Campaign. Perhaps that campaign ues, and that the amount of ‘found also. do an excellent job in r ping 
can be best described, however, by business’ from customers who _ ne in the purchasing end of our 
quoting K. H. Cummer, advertisin once walked out of our doors with- usiness. CRT 
eneate of the firm. 7 out these goods, certainly does show Shortages still exist in lumber 
“We built this postcard campaign ‘that our ‘bring them back’ cam- nd building materials. It ~ = 
Some time ago,” Mr. Cummer re- paign is doing a remarkable job. yet too late for a lumber dea er to 
Ported last week, “for the purpose “We have a contest between em- put a similar postcard —— 
of bringing the customer back to ployees on the number of cards into action. If he does so, he wi 
get the thing he could not get on actually mailed. The cards are create good will and, at a Ar a 
his first visit and to give him a filled out and then the clerks carry time, build up a prospect list “ 
real service, by giving him the first these cards until they can spot the work on when materials come back. 
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View of both sides of the postcard 

which is used to notify customers that 

a formerly unobtainable item is now 

available. In a New York store, this 

card brings back four customers out 
of five. 





our 97th year in business 
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No merchandise in stock will be held unless we have received an actual 
order for it. If you want this item now—by acting promptly—you may 
be able to secure it from our present stock. ae 


PLEASE BRING THIS CARD 
and ask for Mr. 0 














Advertising for Free 
Enterprise 


Michigan lumber dealer is publishing series of 

newspaper advertisements urging opposition to 

public housing and bureaucratic controls on 
industry. 


AINTAINING a consistent ad- 

vertising program during the 
war, in the face of extremely short 
supplies of lumber and other build- 
ing materials, was a difficult prob- 
lem for many dealers. More than 
two years ago Stiles Inc., retailers 
of Grand Rapids, Mich., recog- 
nized the problem and came up 
with a program of timely editorial 
copy to run once a week in the 
Sunday newspaper editions. Very 
little actual merchandising promo- 
tion was incorporated in the copy, 
but the topics chosen were timely 
and in many cases controversial. 


Frederick E. Stiles, one of the 
members of the firm, who is a law 
school graduate and a student of 
economics and current events, took 
on the job of writing the new type 
advertising as one of his regular 
weekly assignments. Back of Mr. 
Stiles’ editorial efforts was the con- 
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clusion that because government 
has expanded: so extensively in its 
direct influence on the operation of 
private business, he would attempt 
to influence public thinking in 
favor of private enterprise as op- 
posed to bureaucracy and business 
control by government. He con- 
cludes that businessmen, and espe- 
cially lumber dealers, have not 
kept a close enough watch on the 


An aerial photo top, of the woodworking 
plant, retail yard, sales and display building 
of Stiles, Inc., Grand Rapids, Mich. 


General view, left, of the lumber sheds and 
a corner of the display windows and sales 
room exterior of Stiles, Inc. 


Right, the woodworking plant that the Stiles 
company operates in connection with its re- 
tail lumber business in Grand Rapids. Mich. 


doings in Washington during the 
war—they have been out-and-out 
businessmen and very poor politi- 
cal observers. The recent rash of 
bureaucratic proposals for controls 
on the building material and home 
construction business proves that 
Mr. Stiles’ points were well taken. 

Discussing the advertising pro- 
gram which his firm has success- 
fully conducted for more than two 
years, Mr. Stiles says: “The real 
reason why businessmen and other 
business people should try to in- 
fluence public thinking is much 


ON OPPOSITE PAGE: Reproductions of two of the ad- 
vertisements urging public opposition to bureaucratic 
controls on the building industry as published in news- 
papers by Stiles, Inc., lumber dealers of Grand Rapids, 
Mich. Although most of the ads have dealt with current 


topics of national political interest where they concern 
private enterprise, occasionally one appeared to remind 
readers of the advantages of consulting Stiles, Inc., for 
anything in the way of building information or building 
materials. 
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BUILDING 


Now and After the War 


During these last two years and more, I have been 
writing these editorials each week — writing about 
most everything except why you should buy your lum- 
ber and building materials from Stiles. There wasn’t 
much sense in trying to sell lumber while the fighting 
was going on, because we were tied up on war work. 
and if we lived up to war regulations (and we did), 
there was very little lumber that we could let you have 


—so, in order that you wouldn’t forget us we've tried’ 


to fill our advertising space with something that would 
be interesting not only to the people ‘at home but to 
those in the fighting services. But that’s all over now: 
our war orders are cancelled, and it shouldn’t be lonz 
before the green light is given to everything in the 
building line. 


We are just waiting for the news that the Army 
and Navy have released part of their enormous stock 
piles of dry lumber, and that the ‘government has 
thrown all those regulations restricting building into 
the junk pile. If government is wise it will-make build- 
ing just about the easiest thing a person can do — 
especially for the returning service man. 


Probably that will mean that one of these days I'l! 
be writing my swan song as an editorial writer, and 
that we’ll be getting somebody who knows more than 
I do about writing “pay-dirt” advertisements — you 
‘know, the kind of copy that will make the purchasing 
agents of factories and stores make our phone ring 
with orders and. will cause the housewife to call 3-369] 
when she needs a shelf, a cabinet, or anything in the 
building materials line that will make her work more 
pleasant. We'll be wanting the business of‘the con- 
tractor who is busy with repairing, remodeling, or house 
building. There will be so much to do, and we want 
to do a good: job for everybody. The farmer will have 
countless things that he will want to build and fix up. 
The lending institutions will want somebody whom they 
can depend upon to solve the annoying details about 
lumber-count and other things that make the lending 
of money so different than in the old: days. We have 
trained ourselves to know all the rules concerning nec- 
essary information that must be given before a govern- 
ment insured mortgage can be made. We have aimed 
to make our office the one place where anybody, whether 
he has been at home during the war or one of the 
figting forces, can find out the easiest way to get house 
plans, home financing, and good contractor’s service. 


The job of the man who we'll put on “advertise- 
ment” shouldn’t be a hard one — all he will have to db 
is to write the truth. The older people know the rep- 
utation that Stiles has built — not a reputation for 
selling at the cheapest price, but for selling high-grade 
lumber and materials at a fair price which gives the 
buyer the best values. It will be fifty years next June 
since Stiles Brothers came to Grand Rapids — and in 
all those years there have always been other lumber 
companies who would sell at a lower figure, but we 
have depended, for our success, upon buyers who want 
good materials at fair prices — and that explains why 
so. many of the older home owners will tell you that 
they haven't had the settling and plaster cracks in their 
homes that the man who bought lumber just because 
it was the lowest price per thousand has had. 


So you see, all that our advertising man and sales- 
men will have to do is just tell the story that the older 
people know so well — Stiles is the best place to buy 
your lumber and building materials. It’s the one place 
you can go and get all the information about how to 
build a home. F.E.S. 


STILES, Inc. 


for Lumber and Building Information 
Please Call 3-3694 
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BUILDING 
Now and After the War 


Grand Rapids, Michigan 
July 15, 1945 


I don’t know whether the ostrich really buries his 
head in the sand, but if he does he isn’t so different than 
most of us. I suppose it is quite natural for those of 
us who have not been exposed to real danger or inse- 
curity to try and dodge the inconveniences of changing 
times by staying in our own back yards and resting in 
the shadows of the “good old days.” 


Ever since we were kids we have found a lot of comfort " 
by pretending — so why not pretend that nothing now 
is in the making that is going to affect our usual course 
of living? But the darn trouble with that line of think- 
ing is — that so much has gone cock-eyed during our 
own lifetime. There we were drifting along, and all of 
a sudden we woke up in a panic, then in a war, and it 
seemed that the whole world was going to pieces. 


Of course, if we take a long range view of the situa- 
tion, we'll find that the world and its people are not 
basicly very different than they ever were. Once every 
million years or so the earth may tip a bit on its axis 
and a Greenland become ice-bound. Once every few 
hundred years, people get tired of the old ways and get 
a different angle as to the best way of making both ends 
meet — then a new crowd slips into power. But just 
how far that shift is from right to left or left to right, 
and who gets caught in the squeeze, depends upon the 
actions of people who have left their own back yards to 
do their thinking. 


During the last fourteen or fifteen years there has 
been a group of people who make their living by social 
working who have been plugging along with the idea 
that the government should build more or less homes 
for people who haven’t the ambition or means to do the 
job in a first-class way for themselves. The whole idea 
of “private ownership” will be affected by the measure 
of their success. If government gets into home building 
in a large way, it’s going to be easier to slide towards 
socialism. If the big majority of homes are planned, 
built, and owned by individuals. young people are going 
to gain more respect for “private ownership.” 


The U. S. Senate is conscious that the problem is just 
that — so a spécial committee with Bob Taft as thair- 
man has been studying the question for many months. 
Before long a new bill about Public Housing will be 
thrown into the hopper. How many congressmen will 
really know what they are voting about? 


As I said, this problem of Public Housing is bound up 
with some pretty vital consequences. There are shrewd 
politics being played on both sides of the fence. So if 
editors, congressmen, and voters want to be part of the 
play, it would be well for them to get their heads out 
of the sand and take a walk on the other side of their 
own back gates. 


Although I don’t know as I agree with him enitrely. 
Senator Ellender of Louisiana has a pretty good idea. 
He is in favor of a limited amount of public housing, 
but insists that none should be done unless local com- 
munities ask for it, and that private enterprise be given 
the first and big chance. 


Some of the political teachings of my forefathers still 
cling to me, and I wonder if there wouldn’t be less danger 
of grab-bagging and politica] finagling if each State 
took care of its own slum clearance and public housing 
rather than have it done directly by the federal govern- 
ment. —F.E.S. 


STILES, Inc. 


for Lumber and Building Information 
Please Call 3-3694 











broader than the single objective of 
preventing the government from 
entering the public housing busi- 
ness in competition with private 
industry. 

“I think we all realize that de- 
mocracy is about to face its cru- 
cial test and it should be pretty 
plain that politics and its influence 
over business will have more to 
do with the future success of pri- 
vate business than its sales depart- 
ments. 

“It’s little use for a man to work 
hard and save and build if after 
years of effort, government rides 
in to dig the very foundations of 
enterprise out from under him. The 
only way ‘to prevent it is to have 
an active voice in the direction of 
government.” 


CHECKED ON READER INTEREST 

The Stiles Co. did not publish 
the advertisements Sunday after 
Sunday without checking occasion- 
ally in an effort to determine 
whether they were being read, how 
extensively and by whom. In 
several impartial, impersonal sur- 
veys made in Grand Rapids and 
the trading area it serves, Mr. 
Stiles determined that 52 percent 
of the persons picked at random 
and questioned were regular read- 
ers of the editorials. Another 25 
percent were occasional readers 
who for a number of reasons did 
not read the newspapers regularly 
or scanned the Sunday paper with- 
out spending time enough to delve 
into what appeared over the Stiles, 
Inc., signature. All those inter- 
viewed, however, who had read the 
editorials admitted the soundness 
of Mr. Stiles’ thinking, whether 
they were always in agreement 
with what was said or not. 

The fact that the copy for the 
advertising was prepared in a dig- 
nified, logical manner, without re- 
sorting to extreme expressions or 
devices designed to arouse enmity 
or “rabble rouse” accounts for the 
good acceptance aecorded the ad- 
vertising. “These ads,” says Mr. 
Stiles, “have not only built up good 
will, but have brought in good busi- 
ness.” 

During the past few weeks Mr. 
Stiles has been discussing the ques- 
tion of public housing, govern- 
ment controls on housing prices 
and new construction. In his Sep- 
tember 16 advertisement he re- 
viewed the general public housing 
movement and let the public know 
that the retail lumber dealers and 
small contractors need the public’s 
help if they are to combat this 
movement successfully. After re- 
viewing the various types of public 
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housers and some of their thinking, 
Mr. Stiles said: 


ASKS HELP OF PUBLIC 

“Now, at this time, let’s not 
argue whether socialism in some 
form will in time prove more de- 
sirable than private enterprise— 
let’s merely admit the result of 
logical thinking. If the public 
housers can sell the idea to con- 
gress that the government should 
build and rent homes so that every 
child born in such homes will look 
to the government for support, 
it’s only a hop-skip-and-jump to 
get across the idea that govern- 
ment should go into other lines of 
business—and that’s the beginning 
of some kind of “ism” other than 
the profit system.” 

Continuing with an explanation 
of how determined public housers 
are to perpetuate themselves and 
their agencies in the governmental 
setup, Mr. Stiles concludes his 
September 16 ad with this para- 
graph: 

“The lumberman stands in a 
position where he has to assume a 
responsibility for the future of 
American home building and the 
results of such trends. His office 
is where the contractors meet. The 
red tape that binds every effort to 
build a home for a veteran or other 
person of medium income has 
forced the builder and lumberman 
to work more closely together. 
Most homes have been built and 
should be built by small contrac- 
tors who, by the very nature of 
things must spend their time on 
the job. It is the lumberman who 
has the time, office, and help neces- 
sary to tell the story of private 
building—and, of course, every 
advocate of private enterprise 
should help him keep the home 
free from the thought of govern- 
ment ownership.” 

Mr. Stiles, in his ads, gets down 
to brass tacks language and com- 
mon horse sense—the kind of talk 
that circulates among many think- 
ing persons in the industry—and 
then puts it in a manner that can 
be understood by the average con- 
sumer. In one of his editorials on 
public housing proposals, he says 
among other things: “. .. it has 
been a rather open secret for some 
time that any government building 
of homes has been rather expen- 
sive. In fact, if those costs were 
honestly told and used as a guide 
by the OPA, that worthy bureau 
would have to establish a ceiling 
that the most avaricious contrac- 
tor could walk under standing up. 

“If it is really a fact that we 
need government home building to 


start a building boom, then some 
department of the government 
must be wondering why they 
should not pour a few million gal- 
lons of water in Lake Erie to keep 
Niagara Falls from drying up. 


URGES HOME BUILDERS TO ACT 

“IT am wondering how the story 
of government building strikes the 
person who has been waiting to 
get lumber, building materials and 
labor with which to build or re- 
model. I imagine that the idea of 
the government rushing in ahead 
of him to get building material so 
as to build houses for people who 
have to be ‘educated’ to live in 
them must make him just about as 
happy as if he had stubbed his 
toes. .. 

“I have heard very little kicking 
because the bureaucrats rode the 
driver’s seat of building control 
during the war, but I haven’t seen 
anybody who wants to build who 
hasn’t issued a sour note at the 
thought that they would have to 
take a back seat now while the 
bureau tries out a few little experi- 
ments. 

“It would be well if some of you 
people who feel that way would 
write your feelings in plain lan- 
guage to your congressman, sen- 
ator or the White House, rather 
than taking it out on some lumber- 
man or contractor. You see, we 
can’t help ourselves, but those peo- 
ple can do something to help you. 
I have had people in congress tell 
me that a few letters from the 
folks back home carry a lot more 
weight than a bushel of letters 
from some organization secretary 
who is paid to make believe that 
he knows what the voters think. If 
you think that open, aggressive 
fighting competition backed up by 
a liberal supply of materials is the 
best way to keep prices down, tell 
them so.” 

In doing this industry public re- 
lations job in his own trading 
area, Mr. Stiles selected OPA Ad- 
ministrator Bowles’ article in the 
September 22 Saturday Evening 
Post for discussion in his Septem- 
ber 30 editorial. His complete dis- 
cussion of this timely controversial 
presentation follows: 


ANSWERS BOWLES’ ARTICLE 
“I’m not writing this article to 
be ‘smart’ or contrary. I write it 
with an earnest desire to help some 
congressman better understand and 
judge the merits of a story on 
‘Home Building and Rent Control’ 
written by Mr. Chester Bowles and 
appearing in the Saturday Evening 

(Continued on Page 66) 
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Home Is A Woman’s World 





MAN’S home is his castle, but 

a woman’s home is her labora- 
tory and workshop. A _ man’s 
specifications for a home usually 
consist of comfort, a nice place to 
entertain and a furnace that works 
automatically. But for a woman— 
who lives in the home almost 24 
hours a day—her needs are much 
more specific. 

Unfortunately many homes to- 
day are not designed from the 
viewpoint of lightening the wom- 
an’s work or providing for the most 
efficient methods of housekeeping. 
The days of cheap, capable domes- 
tic help are probably gone forever. 
Housewives of middle class fami- 
lies, who formerly had maids, will 
have to do their own work. For 
this reason homes should be built 
with an eye to making housework 
as easy and pleasant as possible. 

Ask a woman what she wants 
most of all in a home and she'll say 
storage space. There is no such 
thing as too much storage space. 
But quantity is not the only impor- 
tant aspect. The closets should be 


Armstrong Cork Co. 
This large, well lighted storage space provides room for every kitchen item regardless of size 
or shape. With each utensil and jar having its own specific place there is no groping or con- 
fusion to locate a certain pan or knife. The ventilated storage spaces for fruit and vegetables 
keep them separated, easy to reach and free from dirt. 


Homes should be built keeping in mind the person who 


works there most of the time — the housewife. 


She ‘is 


the one who must put up with insufficient storage space, 
poorly planned working centers and incorrect lighting. 


the right size and shape for the 
particular items to be stored there. 

There has been a trend toward 
more closets and cabinets, but many 
of these, even in modern homes, 
just represent so many cubic feet 
of space. They are not designed 
specifically and properly to do a 
definite job. All too often‘ they are 
fitted in where space can be found 
after rooms are planned, rather 
than being considered from the be- 
ginning, For this reason they’re 
too deep or too shallow, too wide or 
too narrow and inconvenient to 
reach. 

For example a linen closet should 
be broad and shallow, about 20 to 
24 inches deep, just deep enough 
for piles of large bath towels and 
wide enough to take piles of quilts 
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and blankets. There should be 
enough shelves so each kind of 
linen can have its own shelf, and 
washcloths won’t have to be placed 
on top of or behind towels. An 
ideal linen closet would have cedar- 
lined drawers at the bottom for the 
storage of blankets which must be 
put away for part of the year. 

In the fruit or food storage 
room, shelves should be shallow 
enough for only a row or two of 
cans, so that what is there can be 
seen at a glance. Many shelves 
holding only a single layer of cans 
are far superior to a few shelves 
where cans must be piled on top of 
one another. 

The same is true for most 
kitchen cupboards. More shelves, 
spaced closer together might be ad- 
vantageous. Then there would be 
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Marsh Wall Products, Inc. 


Here are three examples of easy-to-clean 

surfaces with no dust-catching nooks and 

crannies, no elaborate wood-work to soil. 

Surfaces like these mean easier, more ef- 
ficient house-cleaning. 


Easy to Clean 
Surfaces 








Douglas Fir Plywood Ass’n. Armstrong Cork Co. 





Carr Adams & Collier 

is specific lighting over the two most important work 

sink is fitted right into the molding. Here the light is part of the stove, 

sition on the wall or under the cupboards. There are a variety of sizes 

storage spaces including drawers near the sink for utensils, cupboards over the refrigerator for bulky items like 
reasters, and long cabinets within easy reach for trays and cookie sheets. 


The kitchen illustrated here is ideal from many points of view. There 
centers —the sink and the stove. The light over the 
but it shows how one could be placed in the same po 
and shapes of 
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just enough room for a single pile 
of plates on each shelf. It would 
not be necessary to place saucers 
on top of butter plates and then lift 
one type off to reach the others. 
Where shelves are spaced widely 
apart either several types of dishes 
have to be piled on top of one an- 
other or there is a great amount of 
waste space. And few women can 
stand to see waste space. 

There should be one or two deep 
cupboards, built just right to take 
care of the really large platters, 
roasters and preserving kettles. 
Another type of storage made for 
particular usage would be a space 
with shelves no more than six 
inches wide and a trifle higher than 
a quart jar or bottle of ketchup. In 
this way there would be no reach- 
ing over one bottle to get another; 
everything is right in sight. Often 
such space could be made by put- 
ting a cabinet right into a wall, 
the door being flush with the wall 
surface. Inside would be just the 
right amount of space for spice, 
condiments and any small jars or 
tins. 

While considering the kitchen, 
anyone building a home should in- 
clude tall narrow spaces for trays, 
cookie tins, pot covers and mixing 
board. Here they can stand up- 
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right and are always within easy 
reach, each in its own spot. 

The kitchen supply closet is the 
bone of contention in many homes. 
The broom tangles with the carpet 
sweeper, the dust mop gets caught 
in the vacuum cleaner. It should 
be wide and deep enough to hold 
the largest cleaning equipment. One 
whole side should be fitted with 
narrow shelves to hold all the 
waxes, cleaners, soaps and the hun- 
dred and one things that begin to 
pile on top of one another. There 
could even be a small drawer to 
keep clean and dirty dustrags out 
of sight but in a handy place for 
quick reaching. 

Big and roomy hall closets are al- 
ways wanted. But included in these 
should be tall narrow spaces for 
card tables and leaves for the din- 
ing room table, linoleum covered 
shelves raised off the floor for rub- 
bers and galoshes, and separate 
shelves for men’s and women’s hats. 

A second must among women 
homemakers is well-planned light- 
ing. The most popular place for a 
kitchen sink is under a window, 
which is nice when the sun is shin- 
ing. But other times the only type 
of illumination is a single, large 
ceiling lamp. When doing dishes at 
night or during the dark winter 
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months, the one at the sink is al- 
ways standing in her own light. 
The same is often true for the 
stove. In each of these places there 
should be a small lamp to be used 
when the wife is working at that 
one specific place for any length of 
time. In the laundry it’s often the 
same way. There’s a good strong 
light in the middle of the room, 
but none right over the washtubs 
or washing machine where it is 
most needed when trying to see if 
the dirt has all been removed. 

When it comes to cleaning and 
working around the home, a mod- 
ern housewife could give the build- 
er or designer many ideas to im- 
prove efficiency. Insofar as possible, 
cabinets, appliances and equipment 
should be built in, fitting snugly 
to eliminate small, hard-to-reach 
places that must be kept clean. The 
working centers such as washtubs, 
stove, sink and counters should be 
built for her at the right height so 
she won’t have to bend or reach. 

Other things a woman wants in 
her home are doors and hardware 
that can be used by her as well as 
by a strong husband; the shortest 
and easiest route possible from 
laundry to drying yard, and, above 
all, surfaces that can be easily and 
often cleaned. 
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6 Bae first postwar Christmas 

promises to be the most widely 
celebrated in our history. Millions 
of people, thankful that the war 
has ended, will throng stores of 
every kind, buying gifts for friends 
and relatives. The public has 
plenty of money and will be in a 
spending mood. 

Lumber and building supply 
firms will share in this boom Yule- 
tide business. 

Almost every community, large 
and small, has Santa Claus to usher 
in the Christmas gift buying sea- 
son. Some introductions of Kriss 
Kringle are elaborate, while others 
are simple; but both types are im- 
pressive and boost business, for the 
appeal of Santa can hardly be de- 
nied. 

Here are some of the methods 
that have been used by merchant 
groups to usher in the holiday sea- 
son. Some have been used during 
the war. Others, cancelled by war 
restrictions, are now being re- 
sumed, for they have proved their 
worth. 


AIRPLANE SANTA 


Merchants in Columbus, Wis., in- 
troduce Santa in a modern manner. 
They know that children are inter- 
ested in airplanes, real and model, 
and all phases of aviation, and that 
they are wise to modern methods 
of transportation. Several weeks 
before Christmas, an airplane hov- 
ers over Columbus, and because 
they have been told that good old 
Santa is in the plane, the children 
gather around the airport. Sud- 
denly there is a puff of something 
dropping from the ’plane; a para- 
chute opens, revealing a burly fig- 
ure in red and white dangling on 
the ropes of the ’chute, a big white 
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bag on his back. Sure enough, it’s 
Santa, and when he lands thou- 
sands of youngsters rush to greet 
him, getting the biggest thrill of 
their lives. This ultra-modern 
method of introducing Santa Claus 
certainly bring them to attention. 


TRAIN SANTA 


Montevideo, Minn., merchants 
bring Santa to town on a special 
train, donated by a railroad. He 
has 2,500 gifts on this train to 
distribute among the children who 
meet him. The decorations on the 
train, the crew’s time, etc., are do> 
nated by railroad employees, all of 
whom are eager to assist in giving 
the kiddies a good time. Merchants 
donate the gifts. Santa then boards 
a beautifully decorated float and 
parades through the town to the 
Community Hall, where he reigns 
as King Santa through a huge 
Community Christmas Party. This 
Christmas event is one that draws 
the children from far and wide to 
Montevideo. 


MUSICAL SANTA 


At Beaver Dam, Wis., merchants 
put Santa on a sound truck and 
send him to all near-by rural 
schools, where he plays Christmas 
recorded music for all the young- 
sters and answers their questions 
by the score. He then invites them 
to come to visit him at the various 
stores in Beaver Dam during the 
holiday season. In Beaver Dam, 
Santa always finds time to visit 
every sick boy and girl in the city, 
accompanied by a young lady from 
the Chamber of Commerce, who 
makes a record of conditions found. 
Many are cheered by Santa’s visit 
and his words of encouragement; 
they also like the big basket of 


There’s No Time Like 
Christmas To Pro- 
mote Good Will 


fruit, candy and nuts which Santa 
leaves for them. 


STREET PARADE 


Each year, Schuster’s department 
stores in Milwaukee, Wis., stage a 
Santa Claus parade which is an 
outstanding one. Santa, accom- 
panied by a real Eskimo and live 
reindeer brought from Alaska espe- 
cially for the event, participate 
in an elaborate, glorious parade 
through Milwaukee’s streets. The 
float, mounted on a special platform 
car, is drawn by a local street rail- 
way trolley car donated for the pur- 
pose. Santa’s journey from the 
North Pole with his entourage is 
publicized daily on a radio program 
from mid-November until early De- 
cember, by one Billie the Brownie, 
and has all the children excited by 
the time Santa actually arrives in 
Milwaukee. Thousands, big and 
small, line the streets along the 
route of his parade. Santa and his 
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crew are on display at the three 
stores during the holiday season, 
and after New Year’s the reindeer 
are donated to the local zoo. 


CLOWN PARADE 

Janesville, Wis., merchants liven 
up their Santa Claus parade by 
awarding children prizes for the 
best decorated vehicle in the pa- 
rade, the best clown costume, etc., 
while Santa looks benignly on; and 
believe it or not, the kids work 
their heads off to please him. This 
stunt brings many children to town 
and starts the Christmas season off 
with a bang. 


WELL-PLANNED PROGRAM 

The merchants in St. Cloud, 
Minn., have a splendid Christmas 
program. On the day after Thanks- 
giving, the city holds its official 
Christmas opening. There is a 
monster Christmas parade in the 
evening, with Santa arriving in 
town. Christmas decorations are 
lighted up. A Christmas chime 
clock is placed in operation. The 
following day the parade is re- 
peated in the afternoon. A week 
later, all rural children are given 
a free theatre party and a chance 
to see and talk to Santa Claus. On 
December 15th, stores begin their 
evening opening schedule. On De- 
cember 26th, newspaper ads and 
stickers advertise standard ex- 
change policy on merchandise as 
follows: 1. Exchange of gift mer- 
chandise for similar items will be 
made wherever possible. 2. Cash 


refunds cannot be granted on gift 
items returned. 3. Merchandise re- 
turned which has been reduced in 
price since Christmas will be neces- 
Sarily considered at the reduced 
4. Dead-line for return of 


prices, 
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Christmas items will be on the Sat- 
urday following New Year’s Day. 


A CHRISTMAS FANTASY 
South Bend, Ind., stages a care- 
fully planned Christmas program 
that has always proved popular. 
Their Christmas shopping season 
opens on the day after Thanksgiv- 
ing with a huge parade of gorge- 
ously decorated floats representing 
fairyland, Mother Goose, comic pa- 
per and movie cartoon characters, 
with bands and drum corps. At 
the conclusion of this parade, a 24- 
foot Santa Claus is unveiled. Radio 
and newspaper publicity announces 
this program for weeks ahead. Fol- 
low-up stunts are staged each 

week-end until Christmas. 


COMMUNITY SANTA 

Little Rock, Ark., merchants co- 
operate to stimulate early buying 
by starting their Christmas season 
during Thanksgiving week and let- 
ting store and street decorations 
remain until New Year’s. A novel 
feature of the decorations are 9- 
foot-high “carol singers,” papier 
mache figures set on four-foot ped- 
estals, representing early English 
carol singers. Inside these figures 
is a loud speaker, broadcasting 
Christmas music at 15-minute in- 
tervals, the music being furnished 
by a local radio station. Set at 
various intervals in the business 
sections, these “singers” prove to 
be very popular. Santa Claus and 
a community tree are also a part of 
the program. 


SANTA SAILS IN HERE 
Jacksonville, Fla., having neither 
snow nor reindeer with which to 
herald the arrival of Santa Claus, 
does have a beautiful river which 
makes a perfect setting for a dra- 













matic arrival. Soon after Thanks- 
giving, the Christmas season is 
heralded by Santa’s arrival in a 
ship beautifully illuminated from 
the top of its masts to bow and 
stern, and all over the rigging. The 
ship docks at a specially prepared 
dock, and from it comes Santa and 
a swarm of elves. Various musical 
programs are staged at the dock, 
and old Santa is met by a welcom- 
ing committee. Fireworks add 
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considerable color to the event. 
Santa and his elves, dressed as co- 
workers from his North Pole work- 
shop, enter a beautifully decorated 
float in the shape of a huge sleigh, 
and are paraded to the park where 
the mayor presents him with a key 
to the city. Radio programs help 
to publicize the event, and huge 
crowds gather to witness this color- 
ful event. 
SANTA ON PARADE 

Santa Claus arrives in Manhat- 
tan, Kan., soon after December and 
with his story-book friends (more 
than 300 children dressed in cos- 
tumes furnished by a local con- 
cern) heads a 2-mile parade. Five 
musical organizations are in the 
parade. More than 10,000 people 
witness the event. Many colorful 
balloons are released by Santa 
Claus as the parade passes, and 
Santa gives away thousands of 
candy suckers. In the evening, 
after the stores close, a fireworks 
display is featured, attracting huge 
crowds. 

SANTA BROADCASTS 

Hattiesburg, Miss., uses a differ- 
ent method of heralding the arrival 
of Santa and the Christmas season. 
After bringing thousands of rural 
school children to town by means 
of radio advertising, a personal 
visit by Santa Claus to the rural 
schools, and newspaper advertising, 
a huge parade with more than 2,000 
children in it heads for the court- 
house lawn. Here, in a specially 
built house with a chimney and all 
on it, Santa presides over a confer- 
ence of children who had previously 
written to him. In a tent some dis- 
tance away, a matron interviews 
children who want to talk to Santa. 
In this tent is a telephone with a 
one-way connection, through which 
the children talk to Santa Claus, 
telling him of their wants. A head- 
phone set under this wig is the 
medium through which the com- 
munication is made possible. Santa 
Claus acknowledges the names and 
wants of each child by speaking 
into a hand microphone with loud- 
speaker equipment. This stunt 
proves very effective as a crowd 
puller. ‘ 
ANOTHER AIRPLANE ARRIVAL 

At Asheville, N. C., Santa Claus 
arrives by airplane and is met at 
the city hall by city officials. He 
is then paraded through the city’s 
streets to the central park, where 
in an igloo he presides over con- 
ferences with children and distrib- 
utes candy. 


SANTA IS A PROPHET 
As Santa Claus parades the 
streets of Columbus, Neb., on an 


54 





Getting The Christmas Trade 





The Harbor Lumber and Paint 
Company, Long Beach, Calif., dis- 
posed of a number of short lengths 
of wallpaper to good advantage. 
Said the manager: “Just previous 
to the holidays we made a big dis- 
play of gay hued strips of wallpa- 
paper, and suggested ‘Be original— 
Use wallpapers for Christmas wrap- 
pings.’ We showed a number of 
packages wrapped in floral, striped, 
or pastel tinted papers, tied with 
ribbons, and sealed with red or gold 
wafer, piled around a Christmas 
tree. On the wall were hung a 
number of strips of paper, with a 
card stating the price of each. The 
gay appearance they presented, and 
the originality of the idea met with 
a prompt response, and we disposed 
of the greater part of our short 
lengths at practically no reduction 
in price. Another good holiday line 
was little wooden pull toys, un- 
painted. We made a display of 
them, inside a fence made of small 
cans of paint, with the card ‘Buy 
several of these little animals and 
paint them to suit your own fancy.’ 
For those who did not care to un- 
dertake the painting themselves, 
we showed some already painted— 
work being done in slack periods— 
which sold at 98c each.” 

“Christmas is the time to suggest 
interior decorating materials,” said 
the manager of Cooks, Dallas, Tex. 
“At this time people are not think- 
ing of building a garage or paint- 
ing a house—but they do want the 
home to look its best, so they will 
buy wallpaper and paints for in- 


terior decorating if the matter is 
called to their attention in time. 
Accordingly, about the middle of 
December we stage a big paint and 
wallpaper sale, featuring patterns 
of wallpaper that we are discontin- 
uing, offering them at a reduced 
price, in order to clear our shelves 
for new spring lines. (We also 
call attention to some quality pa- 
pers at regular prices). We like- 
wise spotlight paint brushes, and 
small cans of paint, enamel and 
varnish. Through store and win- 
dow cards, and newspaper advertis- 
ing we play up the idea of having 
newly papered walls, fresh looking 
woodwork, and redecorated furni- 
ture to greet students returning 
from school, guests coming for the 
holidays, and especially the men 
and boys returning from service. 
Both of our windows show on easels 
large colored pictures of rooms in 
which is a Christmas tree, and dec- 
orations of pine, holly and mistle- 
toe, with cards: “Nothing adds so 
much to the gaiety of the Christ- 
mas spirit as rooms that are newly 
painted and papered—rooms that 
sparkle like the Christmas tree it- 
self. Re-decorate your rooms for 
the children coming home from 
school, and that son, brother or 
husband coming back from over- 
seas.” Arranged in units were 
pyramids of small cans of paint 
and enamel, with appropriate 
brushes, with sprigs of holly and 
mistletoe decorating the fixture. On 
the wall were hung samples of the 
wallpaper offered for sale. 





early December evening, the store 
windows are fully curtained and 
unlighted. Santa tells the people 
of the wonderful displays that will 
be shown in these windows after 
the parade is over. At a given sig- 
nal, all windows are unveiled and 
lighted up. Merchants vie with 
each other in elaborate and beauti- 
ful window dressings and lighting 
effects. This always attracts splen- 
did crowds. 

The principal idea of all of these 
programs is to attract the children 
to town, for merchants who co-op- 
erate in staging these events know 
all too well parents will come along 


with them and any favorable im- 
pressions made on the kids are 
bound to have a favorable reaction 
with the parents. 

Novel street decorations and 
lighting are important factors in 
connection with Chirstmas shop- 
ping season’s opening. Perhaps 
one of the most striking lighting 
effects in the country is to be found 
in Spokane, Wash., where brilliant 
red neon lights are used, together 
with evergreen festoons across 22 
blocks of down-town Spokane. 
There are huge red bells in the cen- 
ter of the festoons, with green elec- 
tric lights surrounding neon-lighted 

(Continued on Page 66) 
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A 50-year-old home which has been re- 


modeled into seven modern apartments. 


Old House Converted 
To Modern Apartments 


PREVIEW of what can be ex- 
pected in modernization jobs 
can be seen in the Strear Apartments, 
Toledo, Ohio. Here was a typically 
old-fashioned building which, in spite 
of the war, has been converted into 
a modern apartment building. It’s a 
job that is typical of many more to 
come in the future. 

Before its conversion, the apartment 
house was a 50-year-old home such as 
ean be found in once fashionable and 
still restricted sections of almost any 
city. Back in 1900 it had been the 
showplace home of one of Toledo’s 
first families. Today, even they 
wouldn’t recognize the old place. 

Although at one time the building 
had remained empty for eight years, 
it was still in good condition when 
purchased by John Strear in 1943. 
The building still rested on a good 
foundation, roof and exterior were in 
good condition and hardwood floors 
and copper plumbing throughout were 
just as durable as ever. 

In addition to its 14 rooms, the old 
home had five baths and a lavatory. 
Large halls and a now useless service 
Stairway left plenty of room for ex- 
pansion. 

Because of Toledo’s wartime hous- 
ing shortage, Mr. Strear obtained pri- 
orities for such allocated materials as 
lumber and plumbing fixtures. The 
home was remodeled into two modern 
apartments on the first floor, three 
on the second and one on the third. 


All have a large living room, bedroom 
and private bath. Most of the units 
have a dinette. 

In this conversion job wide use 
was made of Insulux glass block. One 
of its most effective uses is in the 
large sliding-door frames that typify 
the old-fashioned house. For economy 
and functional effects, the contractor 
used glass block inside the large 
doorways to frame standard-size doors 
at the entrance to each apartment. 

Translucent glass block allows day- 
light to brighten the public halls even 
when all doors are closed and to bor- 
row light from the living rooms to 
brighten bedrooms. More light was 
obtained in the bathrooms with no 
lessening of privacy by replacing 
worn out window sashes with addi- 
tional glass block panels. 

Lumber was used extensively in par- 
titioning large second floor rooms to 
make up two apartments. The large 
master bedroom, for example, was 
subdivided into a living-room and 
modern sized bedroom. A large closet 
became a kitchen. By flooring over the 
back stairway and installing wooden 
partitions, the remainder of the sec- 
ond floor with its unneeded hall space 
was converted into another smartly 
styled modern apartment. 

The entire remodeling job, com- 
pleted in three and one-half months, 
was accomplished for $18,000. Mr. 
Strear subsequently sold the building 
to a new owner who converted the 
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Glass framed doors are main entrances from hall 
to dwelling units. 


basement recreation room into a sev- 
enth living unit. 

Today this 50-year-old veteran- 
turned-young-again is now a money 
making apartment building simply 
because it’s designed to meet the ex- 
acting requirements of modern living. 





The modern reception room remodeled 
with knotty pine panels and glass block 
around the doors. 





The glass block shown here serves the 
double purpose of modernizing the liv- 
ing room and borrowing light from the 
living room to brighten the bedroom. 
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First postwar pilot model of manufac- 
tured house to be sold through retail 
lumber dealers set up at Tacoma, Wash. 


UBSEQUENT to the announce- 

ment that all restrictions on 
home building would be lifted Oc- 
tober 15, manufacturers of the 
Home-Ola have swung into action 
to get distribution of their houses 
under way through retail lumber 
dealers all over the nation. The 
first postwar pilot model of the 
$2,500-$3,000 home _ constructed 
from a simplified number and va- 
riety of standardized parts was 
erected at Tacoma, Wash., late in 
September. A description of the 
house and an outline of the plan of 
distribution for retail lumber deal- 
ers was published in the May 26, 
1945 issue of AMERICAN LUM- 
BERMAN. This initial Tacoma 
demonstration is to be followed by 
other testing programs under vari- 
ous climatic conditions in other 
parts of the country. 

The manufacturers of the Home- 
Ola do not call their house a pre- 
fabricated home. It is designated 
more correctly by the term “manu- 
factured”, because one group of 
materials for each house that is 
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The first postwar pilot model of the Home-Ola—the manufactured, not 
prefabricated, house to be sold through retail lumber dealers—was 
erected on the lawn beside the offices of the Buffelen Lumber & 


erected is to be supplied by the re- 
tail lumber dealer from his normal 
inventory of building materials. 
The remaining three general classi- 
fications of parts include plastic- 
plywood units for enclosing and di- 
viding the structure, a simplified 
light-weight steel chassis, and a 
number of optional items of inte- 
rior equipment. 


NO CENTRAL FACTORY 


The plywood-and-glue house parts 
constructed following the stressed- 
skin principle engineered for Mos- 
quito bombers will be turned out by 
two west coast plywood manufac- 
turers—the Buffelen Lumber & 
Manufacturing Co., Tacoma, Wash., 
and the Washington Veneer Co., 
Olympia, Wash. The steel chassis 
for the house, stairway and other 
structural steel parts will be pro- 
duced by the Manitowoc Shipbuild- 
ing Corp., Manitowoc, Wis., with 
R. W. Eggers as engineer in charge. 

An unusual feature of the Home- 
Ola program is the fact that no 


Manufacturing Co., in Tacoma, Wash., late in September. A large 

number of builders, lumber dealers, housing officials and trade pub- 

lication representatives were on hand to witness the procedure. This 

shows the first-floor wall panels in place on a previously prepared 
temporary foundation. 





One of the erection crew members was ¢ 
woman. R. J. Willis, in charge of production 
development on the Home-Ola, says she was 
one of the most efficient employes on the job 
that day. The fact very little heavy work is 
involved and the principal problems evolve 
around small bolts and fittings, makes it es- 
pecially easy for a woman to take part in the 
erection of this house. 
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central fabricating plant exists. 
Jacques Willis, director of the Wil- 
lisway System, of Chicago, who has 
charge of research and develop- 
ment on this project, states: “The 
fundamental principle governing 
our design work was the belief that 
all the parts of any home should 
be brought to a completed state in 
their original manufacturing proc- 
esses wherever possible.” The parts 
requiring forest products will, 
therefore, be completely manufac- 
tured at the originating source of 
the raw material in the Pacific 
northwest. The parts requiring 
metals are to be completely manu- 
factured in the midwest. Final 
distribution of these parts will be 
direct from the mills to the local 
lumber dealers. In this way freight 
and subsequent remanufacture or 
rehandling are eliminated. The 
change from conventional proced- 
ure, according to this plan, have 
been simplification of parts, the 
elimination of remanufacture, and 
the reduction of handling charges 
to the erection site. The house 
parts will be distributed through 
prewar wholesale channels estab- 
lished by the plywood manufac- 
turer and through retail lumber 
stores. The local retail dealer who 
sells a house arranges for erection 
with local crews. 
HOUSE PARTS ARE SMALL 

The house parts are all designed 
in sizes and shapes that will fit into 
the ordinary lumber dealer’s stock 
without necessitating the erection 
of special accommodations. All the 
wall, floor and roof panels weigh 
less than 75 pounds each. 

Stressing the uncertainty in at- 
tempts to determine costs now be- 
cause of material shortages and 
unsettled labor conditions, manu- 
facturers of the Home-Ola have 
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The second floor gable-end panels and roof panels being put in place. 

In some sections of the nation ventilation is more important than heat 

and Home-Ola designers have taken both situations into consideration. 

A complete heating unit operating on the principle of forced free-air 

circulation fired by coal, gas or oil can be used where heat is essential 

to comfort. An adequate method of ventilation has also been pro- 
vided for use, with or without the heater. 


























Here the 4x4-foot panels for the second floor are 
being put in place. None of the wall, floor or roof 
panels weighs over 75 pounds. Steel beams sup- 
porting the second floor, as well as the stairway, 
were installed after the first-floor wall panels were 
in place and bolted to the chassis sills. The basic . 
chassis always remains unchanged but parts may 
be assembled in a large number of variations. 


First of the plywood roof trusses goes into position. 
Provision has been made in the Home-Ola wall and 
floor panels to accommodate electric wiring without 
entering the wall structure, and at the same time 
eliminating exposed conduits. Wiring sets are pro- 

vided with the houses as needed. : 
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The plumbing assembly for the Home-Ola goes into position in its original shipping 
case, and installation is remarkably simple. Specially designed plumbing fixtures 
are available for erection with the Home-Ola. 


indicated the basic price is to be 
such that the completed house can 
sell for under $3,000. The house 
at this price would be erected, fin- 
ished and equipped with such es- 
sentials as plumbing and heating. 
The price would not include the 
cost of the lot. It is expected that 
the Office of Price Administration 
will set a price for each of the vari- 
ous models of Home-Ola in the near 
future. Application is on file with 
the FHA for approval of the home 
for FHA-insured financing and 
NHA engineers have indicated the 
house meets with the new commer- 
cial standards for prefabricated 
homes. 

The basic Home-Ola design is a 
two-story structure and includes a 
living room 12x20 feet, a dining 
space 8x10 feet, a large kitchen 
and bath on the first floor and two 
bedrooms, one 12x12 and the other 
9x12, on the second floor. Also on 
the second floor is about 48 lineal 
feet of built-in wall storage cabi- 
net space. R. J. Willis, son of 
Jacques Willis, is in charge of pro- 
duction development and John S. 
Townsend, Jr., is the firm’s archi- 
tect. Production capacity is already 
available to turn out more than 
20,000 of these houses a year with- 
out alterations to the plants in- 
volved. 

Although the lumber and woods 
workers strike in the west has 
stopped all output for the present, 
the firm has already shipped houses 
into the following states: Califor- 
nia, Arizona, Idaho, Texas, Kan- 
sas, Nebraska, Iowa, Minnesota, 
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Wisconsin, Illinois, Indiana, Ohio, 
New York, New Jersey, Massachu- 
setts, District of Columbia and 
Florida. One retail lumber dealer 
has ordered 200 of these houses. 
As soon as space can be secured, 
a permanent Home-Ola erection 
training school will be established 


in Chicago, where dealers and their 
employes may receive factory train- 
ing in the correct erection of these 
houses. Other training schools are 
planned for different sections of 
the nation. 

The research necessary in devel- 
opment of Home-Ola was activated 
in 1942 at the suggestion of 29 
regional and state retail lumber 
and building material dealers’ as- 
sociations. Parts for a pilot model 
were assembled and united in June 
of that year and studies have pro- 
gressed during the war to the ex- 
tent possible under those condi- 
tions. A trial run for parts for 
100 Home-Olas was made during 
September this year for the pur- 
pose of cost determination and pro- 
duction tooling. As soon as labor 
difficulties are settled and OPA 
prices definitely determined, full- 
scale production can get under way. 

Although the Home-Ola is not 
being advanced as the answer to 
the mass postwar housing problem, 
it is a manufactured house that 
lends itself to the merchandising 
methods of retail lumber dealers. 
Where dealers have a market which 
lends itself to the sale of this type 
of house, they can point to the 
Home-Ola as a possible answer to 
the demand for manufactured 
homes. 





The house is now ready for finishing, inside and out. There are some parts 
required in this house on which no improvements have been made over 
prewar techniques in cost or serviceability. The foundation is one of these 
items, roofing is another. Both can best be provided from the retail lumber 
dealer's own stock. Wood, asphalt or corrugated cement-asbestos board may 
be used on the roof. Several types of foundations, porches, garages and 
special architectural treatment are also available to be furnished by the 
retail dealer. This house may be sided or shingled if desired although this 
is not necessary except to vary architectural treatment. 
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By J. F. SCHAFFHAUSEN 





Dealers Make Plans Now 
To Sell Rich Farm Market 


OW that the war is over and man- 

power and materials are starting 
to trickle back into normal channels, 
it is time to put plans for selling the 
farm market into effect. Farmers will 
be in the market this fall and winter 
stronger than ever before. In their 
pockets will be the proceeds of an- 
other year’s harvest as well as savings 
that have accumulated over the war 
years. If your plans are such that 
you can put them into operation quick- 
ly, you will have the advantage of 
reaching the market at its peak when 
most durable goods are still out of 
the market. 

If your program is only in the devel- 
opment stage, stop and take inventory 
of what you can do to get under way 
quickly. 

Farmers tell me that the bulk of 
their expenditures will be for remodel- 
ing of old buildings. New roofs will 
come first, then rearrangement of in- 
teriors so that less work will be needed 
to do the daily chores. Along with 
the rearrangement of interiors goes 
the insulation and wiring of walls and 
ceilings of animal shelter and stor- 
age buildings, plus new floors and 
foundations. Later when these essen- 
tials are out of the way, they will 
turn their attention to residing and 
painting. “I’m going to do the job 
right as long as I have the money, 
because I’ll have to live with what I 
do a long time” one Indiana farmer 
wrote me and his attitude is typical of 
most of them. 

In areas which produce retail milk, 
many farmers write that they think 
that health authorities will require 
hew milk houses or at least extensive 
remodeling of the old structures. Milk 
inspectors tell me that the farmers 
are right, but that only in rare in- 
Stances will there be wholesale tight- 
ening of regulations in the near future. 
The change-over to more sanitary pro- 
ducing facilities will come gradually 
as labor and materials become avail- 
able, but the trend is definite. There 
are two ways to keep a finger on the 
pulse of this market. The best way 
is to have a live wire farm salesman 


working the country and the other 
method is to keep constantly in touch 
with the county agent or Farm Bureau 
advisor and the local milk inspector. 
The milk inspector can tell you who 
will rebuild or remodel so that your 
selling efforts can be directed to a 
known live prospect. The county 
agent can advise you on the building 
needs of any farmer in your commu- 
nity and help you plan your sales 
program so that it is successful for 
both yourself and the farmers in your 
trading area. But to get his coopera- 
tion you will have to prove to him that 
you understand your farmers’ building 
problems and that you are interested 
in helping farmers as well as selling 
them. Once you establish confidence 
in your ability to help farmers, your 


yard will become farmers’ headquar- 
ters. 

A good farm building library is an 
essential part of enduring good serv- 
ice. Successful farmers want to know 
the best methods of doing each job 
and the only satisfactory way of back- 
ing up a sales program is with a li- 
brary. Collecting a library is not easy 
but it is inexpensive. First you should 
contact the Extension Agricultural En- 
gineer at your state college and secure 
from him copies of ali state bulletins 
on construction, also copies of college 
blueprints on the types of buildings 
that are predominate in your trading 
area. After you have all the local 
data write to Arthur W. Turner, Assist- 
ant Chief of Bureau, Bureau of Plant 
Industry, Soil and Agricultural Engi- 
neering, North Laboratory, Agricul- 
tural Research Center, Beltsville, 
Maryland and ask him to provide you 
with a copy of all the U. S. Department 
of Agriculture bulletins on farm build- 
ings. With the bulletins from these 
two sources on hand you will have a 
start on a good library. 





Farmer Can 


Spend More 


For Better Buildings 





HE farm building situation was 

none too good before the second 
World War broke up the routine of 
American life. Farmers knew they 
needed better buildings, but they also 
needed equipment very badly. In 1940- 
41, they bought every piece of equip- 
ment the farm machinery industry 
could produce. This was fortunate 
because of the labor shortage which 
developed later. 

Then came Pearl Harbor, and the 
great fight for production was on. 
With an acute labor shortage and 
little opporrtunity for machinery re- 
placements, there was little time even 
for building maintenance. Farmers 
enter the postwar period with a great 
desire to build new and better build- 
ings and to modernize the old struc- 
tures that are worth reconditioning. 

During the next few years agricul- 
ture will be in a better position finan- 
cially than it has enjoyed for more 
than a quarter of a century. It may 
be a long time before the farmer is 
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again in such a favorable position, 
for a large percentage of the farmers 
are now beyond working age and there 
will be a large farm turnover and a 
very definite increase in farm mort- 
gages. 

While the farmer needs and wants 
better buildings, there are many other 
things he wants equally as much— 
automobiles, radios, heating and 
plumbing, electrical service and equip- 
ment and furniture. There will be 
plenty of competition for the farmer’s 
dollars. 

This situation is leading many lum- 
ber dealers to the belief that hence- 
forth they must sell farmers “build- 
ings” instead of lumber and building 
materials. They realize that farmers 
will want not only good looking build- 
ings, but permanent structures. Sell- 
ing on this basis should make it easier 
to compete with sales efforts of other 
commodities and services bidding for 
the farm dollars. 


‘ 
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*Based on a survey conducted b) 
Curtis Publishing Company among 
4,007 families in 118 different 
towns and Cities. 87.3% of those 
planning to build or buy said 
they would insist on home insu- 
lation for their postwar home! 
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Complete, thick insulation in sidewalls and attic with 


Johns-Manville Rock Wool is what the public wants 


2 phere sea endorsements of home lation are being constantly emphasized. 
insulation during the war years have 


sold the public on its value as never before. So why not sell the kind and quality of 


insulation that people know best, Johns- 
By urging builders to use Johns- Manville Rock Wool. 

Manville Super-Felt Rock Wool Batts to 

meet this demand, you help them make 

their houses more quickly and easily 

salable ... and here are the reasons why: 


And your builders, too, will profit 
when they can say to prospective home 
buyers, “This house is completely insu- 
lated in roof and sidewalls with Johns- 
I. Johns-Manville Insulation has the Manville Rock Wool Batts.” 


green conmumer acceptance SureYS for denis write Johns Manville, 22 
need home insulation, they think of East 40th St., New York 16, N. Y. 


Johns-Manville first. 


2. Super-Felt Batts are of recognized 
high quality. Made of Rock Wool, a fire- 
proof, rotproof, verminproof mineral, 
they are prefabricated to the thickness 
and density which gives maximum com- 
fort and fuel savings. Manufactured in 
full wall-stud thickness, they also act as 
an effective fire stop. 


3. The Johns-Manville radio program 
gives you continuous sales help. In this 
program, “Bill Henry and the News,” 
which reaches as many as thirty million 
listeners a month from coast to coast, 
the advantages of J-M Rock Wool Insu- 
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House Plan No. 738 
20,400 Cubic Feet 








House Plan No. 740 
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Cyuce td tt yfftu 
to be wrong about 
the Paint Colors 


youll offer 


Mrs. Consumer 


There’s no doubt about it—Mrs. 
Consumer is going to expect to get 
exactly what she wants in painting 
and decorating colors in the normal 
production years ahead. She'll be 
slow to compromise and take some- 
thing that’s “nearly” right. 

Unless the colors you offer are 
right and wanted by women in your 
locality, you’re going to miss out on 
sales and lose out on profits that 
dribble away, due to mark-downs 
and close-outs on obsolete stock. 

Lowe Brothers Color Research 
Plan takes all the gamble and guess- 
work out of dealer’s color selection. 


Lowe Brothers — 


Perfected and ready for immediate 
postwar operation, it assures you 
quick, profitable turnover from a 
minimum stock of known wanted 
colors. 


We'd like to whisper in your ear 
now, a few details about this new 
and revolutionary method of pre- 
determining Color Trends. But in 
fairness to ourselves and dealers, 
we can’t tip our hands just yet. 
However, we can positively assure 
you that Lowe Brothers Research 
on Color Trends is a postwar extra 
that takes the big risk out of paint 
buying and selling. 


Color Research by Lowe Brothers, 
fortified with traditional quality of 
continuously improved products, 
manufacturing, promotion and 
store selling methods, means faster 
turnover and full profits when you'll 
need them most— 
in the competitive 
days ahead. 


THE LOWE BROTHERS 
COMPANY 
Dayton, Ohio 


PAINTS*VARNISHES <4 


75 YEARS OF MASTER PAINT-MAKING 
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House Plan No. 718 
20,180 Cubic Feet 
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ONE OF | DOW CHEMICALS USED BY THE LUMBER INDUSTRY 


90,000,000,000 
termites 
can be 
wrong! 


Fifty billion termites on the loose . . . a real menace 
to the lumber industry! There are at least that many 
of these pests throughout the nation, looking for a 
meal from anything that’s made of wood. 


Preserving wood from termites and fungi looked like 
another job for Dowicide. Dow technicians tackled 
the problem . . . submitted their findings to the 
lumber industry. In actual practice, it was found that 
Dowicide-treated lumber resisted termites, rot, and 
mold for unusually long periods of time . . . stayed 
clean, was easily handled, non-bleeding, paintable. 


Today there’s a longer life in store for many wood 
products—thanks to Dowicide. The range of Dowi- 
cide treatments now available offers simple, economi- 
cal protection of wood from freshly cut logs to 
finished product. 


Not only in the lumber industry, but in many another 
major field as well . . . paper, paints, leather, textiles 
. . . Dowicides are providing efficient protection 
against mold and decay. Bring your preservative prob- 
lem to Dow! We'll be glad to help work out the 
Dowicide defense that’s best for you. 


THE DOW CHEMICAL COMPANY 


MIDLAND, MICHIGAN 


New York « Boston « Philadelphia * Washington « Cleveland « Detroit 
Chicago « St. Lovis ¢ Houston « San Francisco © Los Angeles « Seattle 
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Advertising for Free Enterprise 
(Continued from Page 48) 


Post of September 22. I am sure 
that both Mr. Bowles and myself 
want the doors of full opportunity 
opened to all Americans. 

“T have followed home building 
for over thirty years, perhaps it 
wouldn’t be going too far to say 
that I have studied it for most of 
that time. Be that as it may, to 
me, Mr. Bowles’ article was full of 
contradictions and half truths 
such as are sometimes used in 
political campaigns—the kind of 
stuff that wouldn’t stand up under 
questioning by a well informed 
cross-examiner. I think Mr. Bowles 
is sincere but misinformed. Not 
being a home builder, he probably 
had to go to others for help. 

“His references to much of our 
city housing ‘as shockingly below 
the level of decency,’ and such sen- 
tences as ‘homes must be built on 
the low cost, mass production prin- 
ciple’ sound very much like the in- 
formation given to Senator Taft’s 
Housing Committee by the Public 
Housers. Somebody must have told 
Mr. Bowles that, at heart, most of 
the private builders are a bunch of 
robbers who haven’t done a good 
job and need watching. So in try- 
ing to pass that impression on to 
the public, the OPA boss refers to 
the mass production of low priced 
automobiles as a reason why 
houses should be built cheaper. 
Let’s see if he is comparing similar 
problems. 

“Mr. Ford, for instance, has 
done a wonderful job in giving 
cheap transportation, but to com- 
pare what he did years ago in a 
new untried field to the present 
possibilities of lowering the costs 
of home building isn’t fair cricket. 
It would be just as unfair to say 
that Mr. Ford ought to be able to 
cut his present costs by simply 
bringing a steel plant, an engine 
factory, etc., under the same roof 
with his assembly plant. Appar- 
ently Mr. Bowles doesn’t know that 
the manufacture of lumber, like 
steel, is streamlined and that fur- 
naces, electric and plumbing fix- 
tures, sash, doors, mouldings, 
frames, shingles, paint, cement, 
and plaster already come off pro- 
duction lines. 

“If Mr. Bowles didn’t know that, 
he shouldn’t feel badly, because no 
less an industrialist than Mr. 
Kaiser, so it’s told, had to do some 
investigating before he decided 
that the cheapest way to build 
homes is on the site. Between 
twenty and thirty years ago Togan- 
Stiles Company was doing a very 
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profitable business in prefabricated 
homes, but failed to convince them- 
selves or the customers that the 
prefabrication of houses was 
cheaper than carpenter built ones. 
And the prefabricator is today up 
against even a more difficult prob- 
lem, because today carpenters use 
electric saws, cement is mixed as it 
rides to the job, and paint sprayers 
are available. Contrary to Mr. 
Bowles’ impression, very little time 
is wasted in mixing plaster by 
hand, and two carpenters can nail 
just as much, perhaps more, floor- 
ing on the job than they could in 
a factory. 

“Here are eleven points Mr. 
Bowles should consider: 

“(1) The ‘shoestring’ speculator 
referred to by Mr. Bowles is gener- 
ally a contractor who himself works 
on the job with 2 or 3 carpenters 
for mere wages to himself, or pos- 
sibly a 5 percent profit. This type 
of man has done an excellent job 
in building most of the small 
houses throughout the country. He 
shouldn’t now be penalized by mak- 
ing him put up 35 or 40 percent 
of the necessary cash (even if he 
can afford it), while big operators 
or Public Housers get easy financ- 
ing. 

“(2) The people referred to by 
Mr. Bowles who still wanted homes 
and couldn’t afford to buy them in 
1925, weren’t being overcharged by 
the builder. The excessive cost was 
due to outlandish finance charges. 

“(3) Mr. Hoover as Secretary of 
Commerce tried to warn the coun- 
try that there would be a time of 
foreclosures and panic if that con- 
dition was not cured. 

“(4) The FHA insured long- 
time mortgage has now cured that 
fault and has the banker’s bless- 
ing. 

“(5) The right kind of man and 
woman is more important in mak- 
ing a good home than the house 
itself, and a house well taken care 
of will last for generations. 

“(6) In the past, lumber prices 
have gone up because of higher 
wages and longer hauls—Today, 
the OPA regulations add even 
more costs. 

“(7) If a man earns more, he 
can and should pay more rent. 

“(8) Competition will keep build- 
ing costs on an even keel with pre- 
vailing wages. 

“(9) One or two million new 
houses built throughout the country 
within the next 2 or 3 years will 
take off the edge of purely specula- 
tive values. 


“(10) The buying public can and 
will strike against too high prices 


as they strike against too low 
wages. 

(11) Millions of people in and 
out of the army are sick and tired 
of being dictated to. —F.E.S.” 

Although practically all of the 
copy published by Stiles, Inc., in 
their campaign has been on topics 
of public interest, with very little 
direct advertising copy for the firm, 
occasionally Mr. Stiles has turned 
one out pointing to some of the ad- 
vantages of trading with his firm. 
The editorials during the war were 
published under one standard head- 
ing—“Building Now and After the 
War.” Since the war’s end, the 
heading has been changed to 
“Building Now, After the War.” 
The simple signature following Mr. 
Stiles’ initials gives only the firm 
name, plus the line “for Lumber 
and Building Information Please 
Call 3-3694.” The advertisements 
have run all the way from 2 col- 
umns by 12 inches to 2 columns by 
20 inches, varying according to 
the length of the editorial. 


There's No Time Like Christmas 
To Promote Good Will 
(Continued from Page 54) 


stars. Giant Merry Christmas signs 
in neon lights are hung across the 
intersections. 

Warren, O., centers its Christ- 
mas lighting in the courthouse 
park. The park is bordered with 
lights and the seven sidewalks lead- 
ing to the courthouse are brilliantly 
lighted. Other strings of lights are 
placed on the courthouse dome to 
form the outline of a large bell. 
This makes a very beautiful dis- 
play and has been referred to as 
the “jewel box” by pilots and pas- 
sengers flying on the United Air- 
lines between New York and 
Cleveland. 


GIFT WRAPPING 


Merchants of Stevens Point, 
Wis., find, that they can render a 
real service to the people of their 
city and near-by rural territory by 
setting up a free gift-wrapping 
station in the offices of the Civic 
club each Christmas season. All 
stores advertise this service and 
report a great appreciation on the 
part of shoppers. 

At Tuscaloosa, Ala., a free wrap- 
ping counter is placed in the lobby 
of the Post Office through the cour- 
tesy of the Chamber of Commerce 
Merchants Bureau, with the Post 
Office co-operating by placing 4 
stamp clerk at the counter to weigh 
packages and stamp them for mail- 
ing. This service creates much 
good-will. 
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“From now on, you get our business!’ 


THE CUSTOMER SAID 


This is not an unusual case. For years our repre- 
sentatives have been called upon when the 
customer gets in a tight spot. They not only 
have the reputation for a thorough knowledge 
of their products and the best type of glue for 
the job, but also know how fo use it. 


When you have a glue problem, that’s the 
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(a “case history” from our report files) 





time to call us in. We know what glue to rec- 
ommend and how it should be used—lue is 
our business. 


Call the Casein Company man today—he 
services and sells all types of durable wood 


glues: casein, urea-, phenol-, and resorcinol- 
resin. 








CASEIN COMPANY OF AMERICA 


(Division of The Borden Company) 


350 Madison Avenue, New York 17, N. Y. 
315 North Clark Street, Chicago 10, Ill. 
701 Myrtle Street, Seattle 8, Wash. 
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Producers’ Council Opposes 
More OPA Building Controls 


The construction industry should 
be given the opportunity to demon- 
strate that it can hold the line on 
building costs before any additional 
governmental controls are imposed 
on housing and other types of con- 
struction, L. C. Hart, president, 
Producers’ council has stated. 

“Adoption of further controls 
would greatly delay the resumption 
of building during the critical 
months which lie ahead,” Mr. Hart 
said. 

“Everyone in the industry recog- 
nizes that building activity can be 
revived more quickly and that em- 
ployment in construction can be 
stepped up faster if every branch 
of the industry will cooperate to 
the fullest possible extent in pre- 
venting unjustified increases in the 
cost of building products, of con- 
struction services, and of finished 
homes and other structures.” 

He went on to say that the indus- 
try is opposed to ceiling prices on 
completed homes, and feels the 
price controls on materials and 
equipment should be realistic and 
flexible. He believes supplies will 
be ample when construction gets 
underway at the prewar rate next 
spring. 


CPA Functions Outlined 
By Administrator Small 


Following the announcement by 
President Truman of his accept- 
ance of the resignation of J. A. 
Krug chairman, War Production 
Board, effective Nov. 3 and of the 
dissolution of WPB on that date, 
J. D. Small, newly named adminis- 
trator of Civilian Production ad- 
ministration, which will succeed 
WPB, has outlined the functions of 
the new agency. 

The CPA will take over and carry 
forward those remaining WPB 
functions and controls that are re- 
quired during the period of recon- 
version. It will use its authorized 
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powers to expand the production of 
materials which are in short sup- 
limit the use of materials 
which are still scarce; restrict the 
accumulation of inventories; grant 
priority assistance to break bottle- 
necks, and allocate scarce materials 
or facilities necessary for the pro- 
duction of low priced items essen- 
tial to the continued success of the 
stabilization program. 

Mr. Small explained that the in- 
dividual CPA controls will be lifted 
as soon as each is no longer needed. 

There will be five main bureaus 
handling respectively, industrial 
operations, priorities, field opera- 
tions, international supply and the 
orderly demobilization of former 
WPB functions that will be either 
closed or transferred. 





Although delayed 17 days by a print- 
ers’ strike, this issue has been brought 
up-to-date. This form went to press 
October 26 and contains the latest 
information available on that date. 





OPA Names Plan for Figuring 
Reconversion Price Increases 


A reconverting manufacturer no 
longer will figure an individual 
price increase for his product line 
on the basis of the unit cost for his 
best-selling item, the Office of Price 
Administration announces. 

All manufacturers eligible for in- 
dividual price increases on recon- 
version goods will use Method B, 
under which ceiling prices are fig- 
ured from cost data in the profit 
and loss statement for the smallest 
segment of the business in which 
the reconversion product is made 
and for which separate accounts are 
available. 

The individual adjustment order 
for eligible reconverting manufac- 
turers permits them to calculate 
new ceilings based on October 1941 
costs, legal advances in materials 


prices and basic wage rate sched- 
/ 


ules since October 1941 plus a profit 
factor representing half of the in- 
dustry’s 1936-39 average percent- 
age margin. 


No Lumber Allotments 
During Fourth Quarter 


With the removal of wartime con- 
trols on the distribution of lumber 
on Sept. 30, no allotments will be 
made in the fourth quarter and 
lumber users are now free to order 
and receive lumber without restric- 
tion, except for existing inventory 
controls, the War Production Board 
announces. 

Applications for fourth quarter 
allotments have been returned to 
industrial consumers without ac- 
tion. Instead these consumers have 
been required to file a quarterly re- 
port of their lumber inventories, 
consumption and requirements not 
later than Oct. 15. 

Pointing out that preference rat- 
ings are still being issued for mili- 
tary orders and certain essential 
civilian programs, WPB said these 
reports will enable it to appraise 
the general lumber situation as a 
basis for determining whether pro- 
curement assistance is needed and 
what form it should take. Informa- 
tion obtained from the reports will 
be used to expedite prompt delivery 
of lumber for essential civilian ac- 
tivities. 


Southern Pine Now Selling 
By Direct-Mill Distribution 


Because of extensive cancellation 
of war contracts for lumber result- 
ing from the war’s end, the Office 
of Price Administration has opened 
the field of direct-mill distribution 
to all wholesalers or commission 
men handling Southern pine lum- 
ber, except those controlled by lum- 
ber producers. 

Each wholesaler or commission 
man desiring to qualify as a direct- 
mill distributor must register with 
the OPA national office and obtain 
a registration number which must 
appear on all invoices. Those al- 
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“Thorne is Only One 
~ HEATILATOR © 


America’s Leading Fireplace Unit 


will not smoke 


The Heatilator Fireplace has 
proved every sales claim made for 
it—in thousands of homes and camps 
—under all conditions of climate— 
all over America. 


Thousands of new home and camp 
builders—sold by Heatilator’s repu- 
tation, by Heatilator advertising and 
the war-time experience of Heatilator 





owners—are planning to buy Heati- 
lator units as soon as building per- 
mits.’ 


That’s why you'll fir the Heati- 
lator Fireplace easier to sell. Take 
advantage of the opportunity Heati- 
lator offers. Give it a leading place 
in your postwar program. 


HEATILATOR, INC., 706 E. Brighton Ave., Syracuse 5, N. Y. 


HEATILATOR FIREPLACE 
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How are YOU going to make money 


out of the airplane? 


make money out of the merchandise an 
air-minded public will buy. For widespread 
air travel can create new living habits, can 
foster new needs and preferences, can 
bring into existence new lines of products 
and old products in new forms, can spread 
before the retailer tempting new fields of 
opportunity. 


pO porwee in your community is going to 


Like all unexplored fields, these must be 
expected to have pitfalls. Some products 
will be a blazing success, others will sput- 
ter out. At a time when you want above all 
to keep your stock clean, streamlined, 
cleared for fast action, fast turnover, how 
are you to cut a clear businesspath through 
the uncharted complications of an air age? 


Specifically, how can you simplify your 
stock and at the same time gear it to the 
expanded needs of your customers? How 
much of what should you carry? When will 
you need it? Where and when can you get 
it? 

Fortunately, there is an expert ready and 
eager to advise you, and able to lift from 
your shoulders the burden of buying so 
that you can put more power into sales. 
He is your hardware wholesaler. 


It is his business to know products, 
markets, trends in public tastes and needs, 
where and how to obtain each kind of mer- 
chandise. He can search for the things that 
sell the quickest, that stay sold with the 
fewest comebacks, he can test new items 
and new lines, can investigate values, can 
buy in the most efficient quantities, can ex- 
tend real help to you on matters of price 
and credit. 


Your wholesaler has the answer to your 
inventory problem right in his own ware- 
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house. After helping you to simplify your 
stock and weed out the products that only 
tie up your funds and hamper turnover, 
he can supply you almost over night with 
any needed quantity of general or special 
merchandise based on the actual demands 
you experience from day to day or week to 
week. 


That is the way to keep your stock lively, 
to simplify your lines, to keep your invest- 
ment constantly on the move. Let him be 
the expert buyer. You be the expert seller. 


Sargent & Company sincerely. believes 
that only through simplification can post- 
war business stay healthy, can you and we 
alike take full advantage of enlarged op- 
portunities under the new, complex condi- 
tions that lie ahead. We know that, without 
the services of the hardware wholesaler, no 
program of simplification would be prac- 
tical. This modern merchandising policy is 
matched by the clean-cut line of Sargent 
Hardware your wholesaler can supply. In 
Sargent products, and all your lines—keep 
close to your wholesaler for profit. 





NEW YORK NEW HAVEN, CONN. CHICAGO 


Published in the interest of efficient modern merchandising by Sargent & Company, manufacturers of a complete 
line of quick-moving hardware items. 








ready assigned numbers need not 
re-apply. 

The mark-up for wholesale type 
sales of Southern pine lumber by 
a direct-mill distributor is 6 per- 
cent, not to exceed $3 per 1,000 
board feet, and the mark-up on 
commission type sales is 4 percent, 
not to exceed $2 per 1,000 board 
feet. 

The present action opens the field 
of direct-mill distributors of lum- 
ber to any person who functions as 
a wholesaler or commission man. 
Any person who has been required 
by OPA to hold the money in escrow 


may now withdraw that money, 
despite the fact that he has not com- 
pleted the delivery of 1,000,000 feet 
of lumber. 

In announcing these changes 
OPA said it was unable to accept 
the recent recommendations of its 
Southern Pine Lumber Industry 
Advisory committee regarding the 
deletion of present mark-ups for 
wholesalers and commission men. 

While the critical military needs 
which contributed to the establish- 
ment of these mark-ups in 1943 no 
longer exist, it is apparent that the 
present distribution pattern of the 
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With Douglas Fir Plywood released from W. P. B. restrictions, we are 
bending every effort toward the resumption of our normal business— 
serving the many dealers who look to PAMUDO for their plywood 


However, before a full-scale normal production of plywood will be avail- 
able, improvement must come in the present labor and log situation. When 
this is accomplished, and we hope it will come soon, we will be in position 
to service all your requirements—both from warehouse stocks and car- 
loads direct from the mills—as in the years before the war. 

Meanwhile, we are building up our stocks of plywood at the various 
branch warehouses as rapidly as conditions permit, and we suggest you 
keep in touch with our nearest branch so as to obtain the items you need 


In this way we feel the best interests of the trade can be served, at least 
until such time as our production increases and gives us greater freedom 


P.S. Write for our Carload Price Schedule and 
Grade Use Guide. 


Ti ACIFIC MUTUAL DOOR Co. 


KANSAS CITY 3, KANSAS 
el lier \eloms Famia' 


© KANSAS CITY 








PLYWOOD DIVISION 





MILLS: OREGON--WASH. HOME OFFICE: TACOMA 1, WASH. 


BALTIMORE 31, MD 
GARWOOD, N Jj 





industry reflects the existence of 
direct-mill wholesalers and commis- 
sion men, OPA said. 


Eleven Western States Urged 
To Adopt New Plumbing Code 

A uniform plumbing code, draft- 
ed under the sponsorship of the 
plumbing inspectors of the cities of 
eleven western states, was adopted 
at the 16th annual convention of 
the Pacific Coast Plumbing Officials 
association, Los Angeles, Oct. 9, 
10 and 11. 

The code is designed for adop- 
tion as an ordinance in California, 
Washington, Oregon, Montana, 
Idaho, Nevada, Utah, Arizona, New 
Mexico, Colorado and Wyoming. Its 
purpose is to eliminate the confus- 
ing regulations pertaining to 
plumbing and _ gas _ installations 
which now exist and to unify, as 
far as possible, all regulations. 

Its adoption was urged by indus- 
try representatives as well as by 
builder and contractor groups and 
representatives of building material 
organizations as a measure vitally 
needed. The plumbing officials as- 
sociation has taken steps to engage 
the services of a full-time field sec- 
retary to promote acceptance of the 
code among the western states. 


FHA Resumes Operation of 
Peacetime Title | Loans 

Prewar financing facilities under 
the FHA program are again avail- 
able to the millions of home own- 
ers who postponed repair, improve- 
ment or modernization of their 
properties because of wartime re- 
strictions, Commissioner Raymond 
M. Foley pointed out. 

Lending institutions can resume 
making loans under the peacetime 
regulations of FHA’s title I opera- 
tions. Such loans may be for max- 
imum amounts of $2,500 and run 
for a maximum term of three 
years, repayable in monthly in- 
stallments,, 

Persons seeking property im- 
provement loans apply directly to 
qualified financial institutions, or 
through a materials dealer or con- 
tractor. The funds are advanced 
if the loan is for an eligible pur- 
pose under the law. 


“OPA Price" Replaces "Ceiling 
Price" on Many Retail Goods 
The words “OPA Price” instead 
of “Ceiling Price” soon will appear 
on a large part of the merchandise 
sold in retail stores, the Office of 
Price Administration announces. 
After Oct. 15 any retailer of com- 
modities other than food will be 
permitted to mark or tag goods 
with the words “OPA Price” wher- 
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Standard 4' x 8" Panels 


of Douglas Fir Plywood create 
these Attractive Library Walls 


Another of the many wall 
design treatments possible 
with durable Douglas fir ply- 
wood is illustrated in the 
drawing above—an attractive, 
modern library. In this treat- 
ment, panels are placed ver- 
tically. 


In working out such a ply- 
wood wall treatment, always 
start at the openings with ver- 
tical joints and divide the plain 
wall spaces in an orderly pat- 
tern, as in detail A and C at 
the right. Vertical joints 
should be used at each side of 
top and bottom of windows 
and at top of door openings, 
as in A, B, C, D and G. If the 
width of the door or window 
opening is more than four feet, 
however, do not hesitate to 


No. 7 of a Series 


place panels horizontally as in 
E — for combinations may be 
used in the same room with 
pleasing effect. 


Nine and ‘ten foot lengths 
are available to assist in solv- 
ing special problems, and many 
unusual patterns may be cre- 
ated by utilizing small panels. 
In such cases, sheathe with 
5/16” or 3/8” Plyscord placed 
horizontally and apply the fin- 
ish panels as desired. 





DOUGLAS FIR PLYWOOD ASSOCIATION 


Tacoma 2, Washington 
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There are three grades of Douglas fir plywood 
panels made especially for various phases of 
wall construction. PLYWALL is made especi- 
ally for standard wallboard use; PLYPANEL is 
a premium panel used for quality interior 
work; PLYSCORD is a utility panel made for 
wall and roof sheathing. 


Vertical Treatment of Panels 
For an Attractive Wall Design 





: . 


CAN PLYWOOD BE SPECIFIED NOW 
FOR POSTWAR USES? 


The increased capacity of the industry will 
make MORE Douglas fir plywood available 
for civilian consumption THAN EVER BEFORE, 
as soon as the needs of the armed services 
lessen or war restrictions are lifted. There 
will be no reconversion delays; the same 
types and grades of Douglas fir plywood that 
are now being made can flow immediately 


~ into peace-time building and construction. 
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“GOOD FENCES 


Have Helped Turn 
This Farm intoa 
High Producer” 


e » » says Ira Underhill 
Monroe City, Missouri 





“T wasn’t proud of the yields I got when I first moved on this 
280 acre farm 13 years ago. The ground was run down, 
fences were poor, and the farm had carried very little livestock. 


_ouer 9 MILLION circulation. Jt PAYS ta be a Keystone dealer! | 


“One of the first improvements I made was to fence every 
field with woven wire. Then the farm was heavily stocked and 
legume pasture was brought into the rotation. As a result, 
crop yields have practically doubled in 12 years’ time. Corn 
last year averaged 60 bushels per acre; soybeans, 35 bushels. 
And I now have a profitable livestock setup besides—30-50 
beef cattle, 200 hogs and 50 sheep. 


‘‘RED BRAND Fence Sure Stands Up” 
“Red Brand fence has proved to me it’s built to take a lot of 
weather—that’s why I have more Red Brand on my farm than 
any other kind. It sure stands up.” 





Present Keystone fence, though not trade- 
marked Red Brand, is tops in quality. 





Keystone Steel & Wire Co., Peoria 7, Illinois : 







The Keystone ad ¢A currently Gf2fleW UNG iH leading farm magazine . j 


RED BRAND FENCE "23" 



















ever individual marking or tagging 
is required. Use may be made of 
the words for goods priced at or 
below the ceiling. 

As a result the wording will be 
more uniform from store to store. 
In addition retailers will be relieved 
of marking many articles with both 
the OPA ceiling and the actual sell- 
ing price. 

Any retailer who marks goods 
with these words must put up a 
sign in type at least 1 inch high, 
clearly visible to shoppers, reading, 
“The OPA Price” marked or tagged 
on merchandise in this store is no 
higher than the OPA ceiling price 
of the articles. 


National Association of Home 


Builders to Meet in Chicago 


Interest in home building prob- 
lems is illustrated by the interest 
in the National 
Association of 
Home Builders’ 
exposition, Feb. 
25-28, at the 
Stevens hotel, 
Chicago. 

Paul §S. Van- 
Auken, conven- 
tion director, 
said the show 
will furnish an 
outlet for the 
unveiling of much of the results 
from wartime research by building 
and home appliance engineers. 

“Because this convention and ex- 
position is really the starting sig- 
nal for modern building activity, 
and because it is of such vital in- 
terest to builders,” Mr. VanAuken 
said, “overflow crowds and confu- 
sion must be avoided. Consequently 
the public cannot be invited. 

“It (the convention) will be four 
days of intensive discussion, high- 
lighted by the number one problem 
of giving home owners more house 
for their money.” 

It will be attended by building 
material dealers, mortgage bankers 
and government representatives 
from every state in the union and 
foreign countries. 


Paul S. VanAuken 


U. S. Savings, Loan League 
Wants Only Minor Changes 
In Veteran Home Loans 


Oct. 19 rounded out a year since 
the regulations for veterans home 
loans were issued, and has brought 
the lending institutions the experi- 
ence they need so that any major 
change in procedure would carry 
dangers of delay according to the 
U. S. Savings and Loan League. 

This is the principal ground on 
which the league is testifying be- 
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of fore the Senate subcommittee for 
or only minor changes. Morton Bod- 
fish, executive vice president of the 
be league, has brought out a state- 
re. ment saying that the threat of de- 
ed lay lies in a change of the loan plan 
th or in the government agency ad- 
1]. ministering it. 
“We find the present law to be 
ds workable and practical,” says the 
a League representatives’ statement. 
se “Some administrative and legisla- 
ig, tive improvements can be made and 
ad it is particularly important to ex- 
ion tend the time to six or ten years 
ine during which the veteran may ap- 
ply. The proposals for the amend- 
ment of the present Title III sub- 
' mitted by General Bradley and his 
associates in the Veterans admin- 
‘b istration are consistent with the 
of purpose and present functioning of 
est the act and are all satisfactory -OR POST-WAR HOMES 
“ from our point of view. We hope 
A that Congress will make sure that 0 
rs savings and loan associations have ARE Y UR PLANS FOR 
om the power to make repair and prop- “ 
.. erty improvement loans to veterans Post-war progits 
et, without the costs and delays of 
mortgages.” 
wl me When the great post-war building market arrives, profits 
oval Colgan Named Executive will go to Lumber Dealers who have planned ahead. 
wis Vice President of NLMA There’s no profit for home-builders who sit and wait for 
se Richard A. Colgan Jr. has been the visionary “miracle homes” to appear—the movable 
he named executive vice president, walls, push-button operation, fabulous design and con- 
Its National Lumber Manufacturers struction. Your profits will come from customers who 
ng association, according to an an- have planned their homes with your help. Now is the time 
nouncement by George T. Ger- to make these prospects yours—by showing them honest 
2x- plans of beautiful post-war homes that are sound and 
ig- A tested—planned for modern living, incorporating modern 
ty, improvements, yet practical in design and construction. 
in- 
en 
fu- 
tly 
The new DIERKS TESTED HOMES PLAN BOOK 
ur includes twenty-five desirable homes to suit every taste 
rh- and need—plans that will sell lumber and building materials 
for you. Here is your best answer to “pipe-dream hous- 
- ing” and your best plan for post-war profits. Every home 
Ise in the book is fully illustrated and simply described. 
Sample Plan Book FREE to Lumber Dealers East of the 
ng Rockies. (All others, please include 25c in coin or stamps 
rs to pay cost of printing and postage.) Just Clip This Coupon. 
eS 
‘ DIERKS 
Richard A. Colgan Jr. LUMBER & COAL co. 
linger, president. He succeeds Dr. DIERKS BLDG., KANSAS CITY 6, MO. 
ce Wilson Compton who resigned Jan. fan ND RED SENN GERRED GED GED ean GEES commas enn Sninmeremstioy sie Gemenm weaie sleet shiner xen sien —_— 
ht a ee eee DIERKS LUMBER & COAL CO. 
“i Mr ate Wolege 0 asnhingvon. Dierks Bidg., Kansas City 6, Mo. 
! oe Colgan will assume his new I am a Lumber Dealer. Please send my FREE 
vad duties on or before Dec. 1. sample copy of TESTED HOMES to: 
Ty Mr. Colgan has been production 
he aaron of California timber and Name ..-------------------------------=---------------------------=---- 
umber operations for the Diamond | —— 
on Match company, Chico, Calif. He. in ORM RE URRY CMTE MIE Sins Rhein CRE hogs 
e- is also a vice president and director Dn nce a ini nen npen Gebsen ass esecsembecwes State....----------. ---- 
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Booth-Kelly 
Facilities are 
Modern 


From felling of ‘the tree to ship- 
ping platform, Booth-Kelly’s two 
operations are organized for effi- 
cient, quality production. 


The Booth-Kelly product has long 
been known for the excellence of 
its manufacture, the reliability of 
its drying, the accuracy of its 
grades, the dependability of its 
values. 


RRA 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


Bocitlizltell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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of the Western Pine association 
and a member of that association’s 
Forest Practice Committee for 
California. 


Producers’ Council to Hold 
Semi-Annual Meeting Nov. 7-9 

Senator James E. Murray, Mon- 
tana, chairman, Senate Small Busi- 
ness committee, will be the prin- 
cipal speaker at the semi-annual 
meeting of the Producers’ council, 
national organization of~ building 
product manufacturers, to be held 
Nov. 7, 8, and 9 in Cleveland. He 
will discuss the opportunities for 
small business in construction and 
will explain proposed methods of 
stabilizing construction activity. 

Other speakers will discuss the 
plans devised by the U. S. Depart- 
ment of Commerce to aid the con- 
struction industry; the volume of 
business during the next six years; 
the benefits of coordination in the 
construction industry nationally 
and locally; technical progress in 
building; the outlook for home 
building and new developments in 
residential construction; and the 
organization’s future program. 

The meetings will be held at the 
Hotel Cleveland, and all manufac- 
turers, trade associations, the trade 
press and others are invited to at- 
tend. 


NLMA Committee Opposes 
OPA Building Controls 


Resolutions opposing efforts of 
OPA to extend and broaden its con- 
trols of construction and request- 
ing an investigation of OPA con- 
trols by the Senate Small Business 
committee were adopted by the Ex- 
ecutive Committee of the National 
Lumber Manufacturers association, 
meeting recently in Chicago. 

The resolution stated, “NLMA 
opposes the extension of price con- 
trols in the field of construction and 


construction materials as an un- 
workable, unnecessary program 
which would prevent recovery of 
private enterprise in housing and 
the resumption of employment” 
and “NLMA requests that an in- 
vestigation be made by the Senate 
Small Business committee of pres- 
ent and past OPA controls in the 
field of construction.” 

Richard A. Colgan, Jr., Diamond 
Match company, Chico, Calif., was 
appointed executive vice president 
of the association. 

President George T. Gerlinger 
appointed August J. Stange to fill 
the unexpired term of A. J. Glas- 
sow, resigned, as chairman of the 
Committee on Building Codes & 
Trades Promotion. 


Restore Price Control on 
Some Grades of Mahogany 


Restoration of price control on 


‘ the grades of mahogany lumber 


purchased by the government for 
use in filling government contracts 
during the war was announced by 
the Office of Price Administration. 

Effective Oct. 27, the grades that 
were limited for war use only but 
that are now being sold for indus- 
trial peacetime usage may not be 
sold at prices higher than those 
charged during 1945 or, if the sell- 
er made no sale during 1945, at the 
seller’s price for the item on the 
nearest sales date preceding Au- 
gust, 1945. 

Imported mahogany lumber will 
be regulated by the general maxi- 
mum price regulation, “freezing” 
prices at March 1942 levels. 


Four-Week San Diego Lumber 
Yard Strike Ends October 19 


A four-week lumber yard ‘strike 
of 350 AFL millmen and teamsters, 


San Diego, Calif., ended Oct. 19° 


after the union membership ac- 





Revised Douglas Fir Plywood Ceilings 


Example of Cost OPA Retail Ceiling 
F.O.B. Yard, on (per M 
a 75Yoc Rate and In Standard Sizes Sq. Ft.) 1,000 Less Than 
Tax in Carloads up to 48’’x8’ (incl.) ft. or more 1,000 ft. 
$39.15 144” Plywall (Wallboard) S28....... $52.20 $56.75 
41.90 i -_—. = er” 55.87 60.76 
55.10 4,” Exterior S1S, sanded ......... 73.47 79.90 
59.40 . wit. - eee ore 79.20 86.13 
79.70 Se PE BD 6 0 oo ev ce ccesenex 106.27 115.57 
71.70 56” Plyscord (rough) .....cecseess 95.60 103.97 
94.15 GA SE BED 0.6.5 oe¥e- eee ones 125.53 136.52 
107.40 wh, .  ¢ oar 143.20 155.73 
Added for Lengths 
5.80 Oe 5 cob ck dss dh deeeredeaerens 7.73 8.41 
8.80 DP , sadnciicsne ds teageutsereeenres 11.73 12.76 
14.60 GS ek Sui po beeteubangedvemsweones 19.47 21.17 
17.60 Se Es enbatewsad sav lee bee letees 23.47 25.52 
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Tneai all lumber used for 
in- 
ate Permanent Construction 
es- 
he : : 

PERMATOX “A” is an effective and 
nd economical wood preservative that will 
ras protect your property values by control- 
ant ling decay and attack of termites. 

It is easy to apply by brushing, dipping or 
ser spraying on lumber used in wood con- 
fill struction for farm and home, such as 
as- foundation timbers, porches, stairs, fence 
the posts, guard rails, grain bins, barns, sheds, 

& pergolas and poultry houses. 
It provides a clean, lasting treatment, and 
the wood surface can be painted after- 
ward, if desired. 
i PERMATOX | 
: For control of Termite attack, use 
03 DOWICIDES PERMATOX “A” as a soil poison. 
cts 
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OZAN 


is Your 
Forest 


Bank 





We are growing reserves of 
famous OZAN shortleaf pine 
that assure lumber dealers 
ample future supplies of top 


quality forest products. 


On 





LUMBER CO. 
Prescott, Ark. 











Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 


Wire for quotations | 
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cepted wage increase offers of the 
companies. 

Wage minimums were raised 
from 871% cents to $1 an hour and 
a 12% increase was granted all 
other classifications. 

The walkout began Sept. 24 in 
two San Diego yards and gradually 
spread until 34 were tied up. 


Some Off-Rail Mills Get 
Douglas Fir Price Change 

A reduction of $1.25 per 1,000 
board feet on sales of Douglas fir 
lumber by off-raii mills when ship- 
ments are not made by way of the 
mill’s customary rail or water load- 
ing point, has been announced by 
the Office of Price Administration, 
effective Oct. 23. : 


could arrange total delivery at 
points that permitted off-rail mills 
to avoid incurring of rail ship- 
ping costs, OPA said. 

In another change, OPA author- 
ized an addition of 50 cents per 
1000 board feet to Douglas fir base 
prices to cover handling costs when 
lumber has to be loaded on barges 
at the dock of a deep water mill that 
normally makes delivery alongside 
ship. 


Governor Names Oct. 21 

As Texas Forestry Week 
Governor Coke Stevenson pro- 

claimed Oct. 21 as Texas Forestry 

Week, which found the state’s tim- 

ber industry geared for what may 

prove to be the greatest home- 





This action is designed to remove 
a buying advantage enjoyed by a 
small number of purchasers who 


building program in history. 
During the last four years of 
war, the industry has produced 





This is a Fake! Be On Your Guard! 





CONSOLIDATED TRADE JOURNALS 
NEW YORK National Bureau of Circulation CHICAGO 
PAID 


IN FULL on y fled tat 
Received of # 

The Sum ops ae eae Be 
Subscripti 


The Magazine to be sent to F- Gs-. criinian 
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As the Publisher insists that all Ci 
subscriptions be paid in advance, 
your co-operation in this respect 
will be helpfal in maintaining our 
second class mailing privilege. 





Representative 
CON SOLDIATED TRADE JOURNALS 


This receipt is issued by our bonded authorized agent 
and wil) be recognized by us without question. 











The receipt shown above is worthless! It is issued by a party who signs 
the name “B. E. Crane” or any one of an assorted number of names as he 
jumps around the country—particularly the western states. 

This imposter has a slick line. As he approaches a dealer he tells him, 
“I represent. AMERICAN LUMBERMAN and am here for your renewal”—in 
spite of the fact that the dealer’s subscription may be paid up for months 
ahead. 

AMERICAN LUMBERMAN does NOT have any agents soliciting renewals 
in advance of expiration. Furthermore we-notify subscribers via MAIL 
when their subscription renewals are due. As far as we can determine 
there is no such company as “Consolidated Trade Journals” in New York 
or Chicago. The chances are this imposter has his own receipts printed. 
He might go so far as to forge a check and attempt to have it cashed by 4 
filling station or hotel. 

We print this warning to save dealers from being victimized and in the 
hopes of apprehending this faker. , 

Should you be approached by anyone asking you to renew your subscrip- 
tion to AMERICAN LUMBERMAN, ask to see his credentials. If he is an 
imposter, he won’t have any. If he has a receipt on his person like the one 
‘ illustrated, try to hold him’on some pretext while you notify the police and 
wire us details collect—AMERICAN LUMBERMAN. 
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= West Coast Lumber 
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iced 
— It costs just a little more to build a lot L b 2 d t 

quality into a pen waste By dee um er ro uc S 

i! American has found the answer to the hardware, 

” paint and lumber dealers demand for trouble- 

free rental equipment. Take the motor, for 

. instance ....we pay more for it but the results 


prove the Little American a thoroughly prac- 
, tical machine. 

This sander is powered by a special G. E. 
motor. The rotor, shown above, looks like a solid 
a piece of metal. In reality it has a one piece 
copper riveted winding that has permanent 
electrical characteristics and is practically inde- 


SPECIALIZING IN 


PONDEROSA PINE 


: structible. Built to close tolerances and well UMBER 
1 balanced this rotor, the heart of the machine, eL 
") assures smooth, trouble-free operation. 


Yes, the Little American is a husky, full- 
powered machine that can take punishment in 
the hands of a novice and do a professional look- 
ing floor sanding job. The rotor is just one fea- 
ture of this ideal rental sander; many more are 

described in the latest litera- 
ture. Write for a copy today. 


@ MILLWORK 
@ MOULDINGS 
® BOX SHOOK 









THE AMERICAN FLOOR SURFACING 

signs MACHINE COMPANY, 521 SOUTH 
is he ST. CLAIR STREET, TOLEDO 3, OHIO. 
him, i oe 
'—in )'8 3s 
nths Important: American 

\ floor sanders are now 
— %, available on a “first i 
ming \ - ae come-first served” 
York : re plan. Place your order 
nted. or now with one of Amer- e 8 
by a or boMcMm debbagamett-isetolre a 
1 the a tors, or home office. 


8 S. Michigan Ave., Chicago, Ill. 


“=<. q 
-*> > ® ® © 2224444440747 4% 7% 888888 TTTTWTATAFTOATAH ATA i i i i tii > * © @ @ @ @ 22228828822 2TAT STATS 


al American 


> and FLOOR SURFACING MACHINE CO. 








i et SS SS SS SS SSS SBSH BSB BMBF BSB BBB TBF FBSTV SSBB BBB BBS SBBVSVBVBSVVBVBVSBVSB SVB SVVGSSVSPSP SSS SDSS SSS SPSS WP SS WSS GS SSS SS SSS SSS SSSVWAWSBSASBB222"' 





“ @& © ©2872 e+e 22 2 eee a i 





MAN AMERICAN LuMBERMAN, October 13, 1945 79 

















Mayo M. Iles, Mgr. Land Departmene, 
Louisiana Central Lumber Company. 


ESSCO Has Laid the “Groundwork” 
For Your Future Lumber Needs 


You can plan right now to re-stock 
your bins with seasoned, high-qual- 
ity precision-milled ESSCO lumber 
as soon as war commitments per- 
mit. ESSCO will be able to supply 
your needs, thanks to the foresight 
and experience of such ESSCO offi- 
cials as Mayo M. Iles, incharge of the 
land department. Extensive tracts of 
virgin timber are ready and waiting 
for the demand—carefully selected 
by a man with a quarter of a cen- 
tury experience in the high stand- 
ards demanded for ESSCO lumber. 


This timber will be precision 
milled, well seasoned, when it reaches 
you as ESSCO lumber. The high 
quality and the many advantages of 
this famous lumber which ESSCO 
dealers expected and received before 
the war are and will be maintained 
in the future. So it is well to figure 
on your future lumber needs now, 
giving particular consideration to the 
labor, time and money saving ad- 
vantages of ESSCO End-Lokt lum- 
ber in replenishing your stock, num- 
ber 8 of which is stated below. 


EXCHANGE SAWMILLS SaLes Co. 


1111 R. A. LONG BUILDING 
Southern Pine 8 Southern Hardwoods 


Sit xele 






e _ Ponderosa Pine a 


ates 


| 


Trade-Mark Reg. U. S. Pat. Office 


End-Lokt lumber offers 12 advantages. Here is... 


N b The savings in cutting, handling and nailing costs of End-Lokt lum- 
eo. ber bring diagonal sheathing at little or no extra cost. 





KANSAS CITY 6, MISSOURI 
West Coast Woods 
















almost 8 billion board feet of lum- 
ber, pulpwood, poles, ties and other 
products, most of which went into 
war orders. 

Now the industry is ready to 
take over on the production of ma- 
terials for peacetime use, according 
to R. M. Eagle, president, Texas 
Lumber Manufacturers and _ allied 
industries association. 

Forestry week was sponsored by 
the Lumber Manufacturers associa- 
tion, Texas Forestry association, 
East Texas Chamber of Commerce 
and Texas Retail Lumbermen’s as- 
sociation. 


Indiana Association Sets Up 
Public Relations Department 

Working to bring to the people 
of Indiana the true facts about the 
industry and the important part 
the local lumber 
dealer plays in 
his community 
as a distributor 
of building ma- 
terials, the In- 
diana Lumber 
and _ Builders’ 
Supply associa- 
tion has estab- 
lished a public 
relations depart- 
ment and pro- 
motion program. 

The need for such a program 
arises from the fact that competi- 
tion is going to be keen during the 
postwar period, according to a re- 
lease from the association. Many 
groups new to the industry are 
preparing to enter the building 
field. The association feels that 
prefabricated homes will soon come 
into the market and no doubt will 
be sold through local agents rather 
than through lumber yards. 

The following is an outline of the 
proposed program: 

“Set up by the association of a 
public relations-trade promotion- 





Edward P. Redman, 
association president 





R. W. Slagle, Association Secretary 
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advertising department, headed 
by an experienced man in this field 
with a field staff of at least four. 

“Prepare a definite program 
which will move into every trading 
area. The area would be organized 
and the association would carry on 
a continuous program of public re- 
lations and trade promotion. 

“The dealer would be sold to the 
public as the headquarters for 
building. The Home Planners In- 
stitute would be launched and car- 
ried on by the association ezxclu- 
sively through the retail lumber 
dealer. 

“Other similar trade promotion 
plans would follow again through 
the dealer, such as roofing, insula- 
tion, storm sash, paint, remodeling, 
farm institutes. 

“Prepare a program for presen- 
tation to luncheon clubs, schools, 
4H clubs and farm groups. This 
program to be of such a nature that 
it would carry the story of the lum- 
ber dealer to representative groups 
in every trading area. 

“The association would prepare 
mailing prices, home planning book- 
lets, scrap books and other selling 
helps. Would also set up a mailing 
department to develop a prospect 
file and mailing list, and then see 
that the dealer used all such helps 
offered him by his supplier.” 


Chicago Tribune Announces 
Small Home Designs Contest 


Announcement of a $24,000 com- 
petition for small home designs has 
been made by the Chicago Tribune. 

Offering 24 equal prizes of $1,000 
each, the project, designed as “The 
Chicagoland Prize Homes Compe- 
tition,” invites architectural talent 
to solve three different housing 
problems, -based on the needs of 
three different typical family 
groups. 

The Jury of Awards have been 
asked to select designs which can 
be translated into finished dwell- 
ings by the average small homes 
building contractor and at total 
costs which would not be con- 
Sidered excessive, uneconomic or 
wasteful in relation to the floor 
area limits imposed in each prob- 
lem. They should be marketable to 
the public and suitable for the cli- 
Matic conditions within approxi- 
mately 300 miles of Chicago. 

Entries are to consist of simple 
floor plans, perspective, two eleva- 
tions and a minimum of other de- 
tail submitted on a single sheet of 
uniform size. No specifications or 
working drawings are required. 

Entrants from any part of the 

(Continued from Page 100) 





Nays > frcreate Prof iti! 


WITH THE NEW Amerock DEMONSTRATOR 


SEND COUPON TODAY! 








cabinet hardware display is easily 
carried for calls on home owners, 
builders, architects. Don’t miss this 
opportunity ! 


1 “On the Job” Selling—your complete 























No. 500 Amerock Demonstator — Extra hard- 
ware for resale returns dealer’s full investment. 
Ask Your Jobber — or send coupon below today! 





strator is only 18” wide, 23” high. 


Counter Display — Amerock Demon- 
Uses small space for more counter sales! 





























Pale 
oneleas 


Cross-Merchandising — extra Demon- 
stratorin Paint Department sells more 
hardware to customers who are re- 
painting and remodeling. Gives you 
two sales instead of one! 

















Wall or Post Display — separ- 
able hinges on back permit 
easy mounting. You remove it 
instantly for “‘on the job” sellimg! 

















Display Panel — quickiy fas- 
tened in place or removed. 
Sells more hardware wherever 
you use it! 

















Window Dis play —eve- catching colors 
and brilliant chromium attract cus- 
tomers and bring them into your store. 
It’s a traffic builder! 


AMERICAN CABINET HARDWARE CORP. 


GENUINE 
ROCKFORD 


~LLINOTS 


ila kele 


PRODUCTS 





NAME, 








AMERICAN CABINET KARDWARE CORP., ROCKFORD, ILL., DEPT. 1 
Please rush color illustration and full information on new No. 500 Demonstrator. 





ADDRESS 





CITY 


STATE. 





MY FAVORITE JOBBER IS 
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We Should Have Said Mimeograph 
WE HASTEN TO inform the 

readers of the Clinic that 
Buford Young, DuBois, Neb., 
doesn’t use the multigraph in get- 
ting out The Knot Hole for which 
he is more or less famous. We 
should have said the mimeograph. 
You may recall our enthusiastic 
comments concerning the high 
quality, and general all-around 
readability, of the job that Mr. 
Young is doing as manager of the 
A. L. Scott Lumber company. The 
mimeograph enables the worthy 
editor to cut a stencil quickly and 
at small cost and, by tracing pic- 
tures of featured items, to turn out 
a well-illustrated publication that 
puts to shame many a piece of 
fancy printing. Pardon us, mime- 
ograph people, we were talking 


about you. 
” * ” 


Easy selling is a powerful anesthetic 
from which recovery is difficult. 
* * * 


The Going Wasn't So Bad 
ONTRARY TO the fears, so 
freely expressed at the begin- 

ning of the war, concerning the 
fate of the nation’s lumber yards, 
the figures released recently by 
Dun and Bradstreet reveal inter- 
esting information as to what 
actually took place during the peri- 
od when many dealers were cer- 
tain they would go broke before 
the war was over. They are as 
follows: 

Retail Lumber, Building Material 
Failures in the Industry 1934-’44 


Year No. Liabilities 
1934 65 $2,167,000 
1935 61 2,852,000 
1936 35 739,000 
1937 37 780,000 
1938 83 1,771,000 
1939 89 2,370,000 
1940 95 1,878,000 
1941 85 1,567,000 
1942 77 1,250,000 
1943 18 248,000 
1944 3 93,000 
- ~ oe 


Wisconsin Lumber Dealers 
De MONTGOMERY, genial 

and efficient secretary of the 
Wisconsin Retail Lumbermen’s as- 
sociation, conducted a survey re- 


82 


cently which made everybody sit up 
and take notice . . . provided they 
have given thought as to what is to 
happen to lumber yards in the days 
to come. A total of 874 members 
of the up-and-coming association 
said they proposed to spend the 
following amounts for new build- 
ings, repairs, new equipment: 

1946 1947-48 
ere $ 988,400 $ 606,000 
New buildings .. 1,531,200 1,508,000 
New equipment.. 1,099,600 709,600 





$3,619,200 $2,823,600 
Total for 3 FORE... 025065055 $6,442,800 
a co x 
Originality is simply a pair of 
fresh eyes. 
* * * 


Unseeing Eyes 
PEAKING OF fresh eyes re- 
minds us of the lumber dealer 

who drove down the same street to 
work year after year and failed to 
notice the several prospects for his 
products that were in evidence on 
both sides of the.street. One day 
an aggressive applicator made the 
same trip, writing notes as he sized 
up the various houses in need of 
new roofs or sidewalls. He then 
located the owners by the house 
numbers and ended up. by selling 
half a dozen highly profitable jobs. 
The lumber dealer complained bit- 
terly when he observed the crews 
doing the work . . . accused the ap- 
plicator of cutting prices. Facts in 
the case were: The lumber dealer 
had better materials in stock. His 
prices were lower. Competent 
workmen were available. Financ- 
ing services provided the same 
terms or better. Missing ingredi- 
ents: Aggressive salesmanship and 
seeing eyes. 
x ca * 


Department Store "Home Ads" 
OME PLANNING CENT- 
ERS” have been established 
in practically all leading depart- 
ment stores by the popular maga- 
zine Better Homes and Gardens. 
Forty-nine house plans are avail- 
able at $5 for the first set and $2.50 
for additional sets when purchased 
at the same time. 
Pretty simple, you say? 
True, and every lumber dealer 
has been in a position to offer the 


MERCHANDISING CCreéc 


[ Soto nee 


same service for many years. 
Trouble is very few home prospects 
knew it. (This probably accounts 
for the fact that only 5 percent in- 
dicated they would consult a lum- 
ber dealer.) 

Now comes Better Homes and 
Gardens with 49 plans and offers 
them to the public through the de- 
partment stores. 

What happens? 

Department stores use full-page 
ads featuring the service and jam- 
pack the aisles with home prospects 
in search of blueprints. 

A well-informed person is put in 
charge of the department to give 
information and answer questions. 

Prospects can buy a detailed ma- 
terial list of any of the 49 homes 
for 10 cents. The department store 
advises purchasers to take the list 
to building material dealers for 
pricing. 

Every lumber dealer knows what 
happens when a home prospect is 
turned loose with a detailed ma- 
terial list. A shopping spree is the 
word for it. Quality is soon 
squeezed out of the transaction. 
Lowest bid becomes the watchword. 

Full-page ads to sell house plans 
indicate the fury of postwar com- 
petition now shaping up. 

* * * 
The Public Be Damned 

NCE UPON A TIME a famous 

railroad man made himself in- 
famous by blurting out “the public 
be damned” when informed by 
newspapermen that John Q. Citizen 
was getting fed up with the high- 
handed manner in which the rail- 
roads were doing things. 

The deluded executive never 
lived it down. Nor did the rail- 
roads. 

The same thing is being said to- 
day by shortsighted labor leaders 
who are goading the public as it 
was never goaded by the railroads. 

The public still has a great deal 
to say about who does what to 
whom .. . especially when it hits 
them in the middle of the pocket- 
book. Up to the present time, it 
has always come out on top of the 
heap. 

We're still betting that “the pub- 
lic be damned” isn’t the answer to 
labor’s problems. 
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For more sales and better profits... 
You'll need two types of 
Alig ae 


FIREPLACE UNITS 


to meet new building requirements 


22... 





only BENNETT offers 


two FIREPLACE UNITS to 
meet all building needs 


For plenty of circulating warmth—without smoke—some 
homes require one type of fireplace unit, other homes a 
different type—depending on construction. 


BENNETT Sroshsfore 


‘Designed especially for tightly constructed, fully insu- 
lated, weather-stripped homes. Under these conditions a 
Fresh-Aire Unit gives twice the benefits of a Recirculating 
Type. Special intake draws fresh air from outdoors. 


BENNETT Warmz fire 


This Recirculating Type is recommended particularly 
for camps, cottages, and southern 
homes that are not fully insulated 
and weather-stripped. Intake grilles 
draw cool air supply from the floor. 

Both types permit-unlimited free- 
dom to design the mantel. And, both 
types are guaranteed to provide 
evenly distributed, circulating 
warmth—without a trace of smoke. 

For sheer beauty and protection—every fireplace 
should have a Bennett Flexscreen—the safety fireplace 
curtain. 


FIREPLACE 
UNIT 


FIREPLACE 
UNIT 





Send for Bennett Fireplace Catalog—now. 


& Bennett-Ireland 


1045 PINE STREET - NORWICH, N. Y. 


The Important 


FACTORY ES | 





Important to Your Customers... 
DOUBLY Important to Goc/ 


For years R-V-LITE advertising has been building up a con- 
vincing background for your every selling effort. Millions have 
read the R-V-LITE story in national publications . . . heard it over 
the radio . . . seen it on point-of-sale displays. Countless 
numbers have bought. Thousands upon thousands are satisfied 
repeat customers. Your opportunity to build volume sales and 
worthwhile profits. 
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R-V-LITE 
ON THE FARM 


Widely used for poultry, 
brooder and hog houses, 
hot and cold bed frames, 
farm buildings, cribs, tool 
and storage sheds, etc. 


R-V-LITE 
IN THE HOME 


Unequalled for sunporches, 
nurseries, playrooms, work- 
shops, attics, basements, 
storm doors and windows. 
Many other uses. 


R-V-LITE 
IN THE STORE 
& FACTORY 


Economical and effective 
for windows, skylights and 
partitions for factories, 
shops and field offices. 


Handled by Better Jobbers Everywhere! 


A sure post-war bet. . R-V-TEX . . Watch for it! 





ARVEY CORPORATION 


Bu 
MOR; 


Exclusive Manufacturers of R-V LITE 


3472 N. Kimball Ave. 





Chicago 18, Ill. 











PRODUCTS - SALES AIDS - LITERATURE 


~~ 


Caulking Compound 


Because fuel shortages dictate 
utmost in fuel conservation meas- 
ures, Devoe & Raynolds is offering 
a new caulking compound packed in 
cartridges to fit most caulking 
guns. The new product will be 





supported by a colorful point-of- 
sale display which carefully out- 
lines advantages to the consumer. 
The display also serves as a sales 
training poster for store employees. 
For more complete details write 
Devoe & Raynolds company, 44th 
street & First avenue, New York 
17, N. Y. 


Buyer's Guide 


Publication of the 1945 Buyer’s 
Guide, a directory of subscribers to 
the Southern Pine association, has 
just been announced. This issue is 
the first since 1941. Dealers, who 
to a large extent, may have lost 
contact with the manufacturers who 
were operating under government 
regulations, will find this issue 
helpful in locating sources of sup- 
ply. There is also a 24-page sec- 
tion of miscellaneous information 
helpful to the dealer. For a copy 
of the guide write Southern Pine 
association, Canal building, P. O. 
Box 1170, New Orleans 4, La. 


Reflective Insulation 


Sisalation, a new reflective in- 
sulation, has just been announced 
by Sisalkraft company. In addition 
to its aluminum insulation value, 
Sisalation is an effective moisture- 
vapor barrier to prevent moisture 
condensation in walls. It is said to 
go in place easily and quickly with- 


84 


>» 


out tears or punctures with intact 
application insured. For descrip- 
tive literature write Sisalkraft com- 
pany, 205 W. Wacker drive, Chi- 
cago 6, Il. 


"Caterpillar" Catalog 

The many features of the “Cater- 
pillar’ Diesel D6 tractor are thor- 
oughly described in a 32-page color 
catalog just released. It describes 
and illustrates the cooling and filt- 
ering system, the various speeds, 
the “finger-tip” steering, the at- 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 





tachments for special operating 
conditions and the complete line of 
matched equipment. All specifica- 
tions are listed. For a copy of the 
catalog write Caterpillar Tractor 
company, Peoria 8, IIl., asking for 
form No. 9106. 


Kitchen Ventilators 


ILG kitchen ventilators are once 
again being made for home use. 
There are fans designed to handle 
every type of installation desired, 
including three sizes of built-in 





models, for small, medium and large 
kitchens. The units are permanent 
and said to be easily installed by 





the contractor. The motor is oper- 
ated by a beaded pull chain. Port- 
able models, for rented homes and 
apts, can be moved with no trouble. 
Package-type fans are available in 
two sizes for installation in window 
panes. For further information 
write Ilg Electric Ventilating com- 
pany, 2850 N. Crawford avenue, 
Chicago 41, IIl. 


‘Wood Fabricating Process 


A 12-page, 2-color folder describ- 
ing the Linderman automatic wood 
fabricating process and machinery 





has been published by Muskegon 


Machine company. The cover is 
finished in a replica of a wide panel 
of wood fabricated, as in the auto- 
matic Linderman process, from 
narrower lumber. Included in the 
folder is a table of estimated out- 
put per hour of different size pan- 
els from a varying number of pieces 
of lumber of different lengths, as 
well as complete specifications and 
illustrated description of the ma- 
chine and the process. For a copy 
of the folder write Muskegon Ma- 
chine company, Newburgh, N. Y. 


Plug Fuse Catalog 


A new 32-page catalog on G-E 
cartridge and plug fuses has just 
been published. It contains full 
specifications on all fuses in the 
G-E line and other fuse informa- 
tion. Detailed descriptions are 
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ee distributors benefit from handling one 


line that answers so many building maintenance prob- 
lems. One Sonneborn product sells another. 

Sonneborn Building Savers listed in the Business- 
Finder Chart below are regularly specified by architects 
and used extensively by builders in every type of con- 
struction, and are recognized for outstanding perform- 
ance in building maintenance. 

Cash in on this ready-made market for profitable sales 
in your territory. For details of the Sonneborn Building 
Savers franchise, check list below and write Dept. L10. 





BUSINESS-FINDER CHART ) 


























CAULKING 


The Product Is You Can Sell it for 
Wearproofing and dustproofing new 
lous or old concrete and terrazzo floors, 
other concrete surfaces 
Preserving and finishing wood floors, 
LIGNOPHOL trim, doors, paneling — in one ap- 
plication 
CEMCORT FILLER Protecting and decorating curled 
DUSTPROOFER and wood floors 
Improving quality and workability 
TRIMIX LIQUID ofcosesete anita ortar 
Protecting and preserving, patching 
STORMTIGHT . 
and repairing roofs of all types 
Protecting iron, steel and other 
SRP. metal surfaces, inside and out, — 
ig against rust and corrosion : 
SONOLASTIC Protecting and brightening interior _ 
‘eee PAINT and exterior surfaces — metal, 
(Ready-Mixed) wood, masonry, wallboard, etc. 





pr erenieg pointing up, sealing, 

















COMPOUNDS glazing, etc. 
te ze Grouting wanchiiaioky bases, structur- 

bcs aigy it _al columns, anchor bolts, grids, etc. _ 

Patching arid resurf: concrete 

S$ Ing acing 

agree or wood floors” 

FLOORLIFE Cleaning and waxing wood floors 

oer and linoleum in one application 

ek 
HYDROCIDE Ptotecting exterior 














SONNEBORN BUILD 


FLOOR TREATMENTS © A 
CONCRETE AND MORT 
OUNDS* 


CAULKING cOMP 


walls 
- against disintegration due ns ae . 


sive water absorption 
ING SAVERS 


$s 
PROTECTIVE COATING 


R ADMIXTURES 


WAXES ° 


ROOF COATINGS 





BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


68 Lexington Avenue, New York 16, N. Y. 
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ad 
AVAILABLE 
TODAY! 


COTTON INSULATION 


Lo-“K” represents the last word in proven, modern, scien- 
tific insulation. It has many advantages to make it more 
desirable, more effective for modern construction and re- 
modeling of all kinds. Moreover, it is currently available 
in ample, quick-delivery amounts. 


Farsighted dealers and contractors are pushing Lo-“K” 
sales now, and laying the groundwork for future insulation 
leadership. 


Here are just a few of Lo-“K” plus values: 4% to 36% 
greater insulation efficiency against both heat and cold; 
lightweight, flexible and easy to install, effecting savings 
up to 40% in installation time and labor costs; safe and 
harmless to handle; lasting resistance to burning, vermin, 
rot and moisture. 


You'll sell more Lo-“K” eventually—why not start the 
ball rolling today. Mail the coupon below for full infor- 
mation and prices. 


COTTON INSULATION 


A Product of 


LOCKPORT COTTON BATTING CO. 
Established 1870 LOCKPORT, NEW YORK 


LOCKPORT COTTON BATTING COMPANY 
Dept. AL-10 , Lockport, New York 


Gentlemen: Send me the facts about Lo-“K’”’ Cotton Insulation for 
better building. 


0 ARCHITECT 0 DEALER 
O CONTRACTOR OR BUILDER 











Power Falling of Craig Mountain Pine 


Modern Facilities 
—Modern Lumber 


Not only does Craig Mountain 
keep up-to-date on facilities and 
methods, but also up to standard on 
quality. 

Craig Mountain starts with qual- 
ity in the tree—and maintains it 
through every step of manufacture, 
right through to the customer. 





Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 








BALSA 


Again available without priorities 
er ether restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO., 212 Balter Bia 











DEVIL 


Yow’ sev - 
\ 













OU need these tools for 
insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 


Sent postage paid 
anywhere in U.S. A. 


Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


KIMBALL mec: co., Nc. 


1709 GREENLEAF ROYAL OAK, MICH. 
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given of the construction of non- 
renewable and renewable cartridge 
fuses, Silvend fuses and Pyrex 
fuses. The different parts are illus- 
trated and described and purpose 
of each outlined. In addition there 
are three chapters dealing with the 
operation of fuses, fuse history and 
fuse care. For a copy of the cata- 
log write General Electric company, 
1285 Boston avenue, Bridgeport 2, 
Conn, 


New Log Chain 

Chain Belt company is now 
manufacturing a new type log 
chain known as the 8,000 series. 
Intended to be used as a log haul 
or refuse conveyor, it is made of 
cast block links alternated with 
steel side bar links. The conveyor 
will operate on existing conveyor 
runways and over the same drums 
as that of the coil type, although it 
requires a new driving sprocket. It 
is said to flex smoothly around as 
small as 24 inch diameter head and 
tail sprockets. For more complete 
details write Chain Belt company, 
Milwaukee, Wis. 


LeTourneau Equipment Folder 

Designed to assist equipment 
owners and operators in selection 
of proper tractor tools, a new 8- 
page folder describing the full Le- 
Tourneau tractor equipment line is 
just off the press. Available free, 
it describes the current models of 
carryall scrapers, tilt-dozers, root- 
ers, cranes and power control units. 
Photos show applications of each 
type. For a copy of this folder 
write R. G. LeTourneau, Inc., 
Peoria, II. 


Resin Adhesive Booklet 

This booklet, published by Na- 
tional Casein Sales, gives directions 
for using liquid resin glue includ- 
ing the working life and setting 
time, liquid resin glue with extend- 
ers, and powdered resin glue with 


‘and without extenders. It also de- 


scribes the various resin glues for 
hot and cold press work and the 
casein glues for all types of cold 
bonding. For a copy of this book- 
let write National Casein Sales, 
601-619 W. 80th street, Chicago 20, 
Ill. 


Farm Improvements 


A 72-page book, Concrete Hand- 
book of Permanent Farm Construc- 
tion, has been published by the Penn- 
Dixie company. It contains step by 
step information and working draw- 
ings showing how to build hundreds 
of conerete farm improvements in- 
cluding feeding floors, poultry houses, 
watering troughs, and dairy barns and 


floors. The book also gives recom- 
mended proportions of materials for 
making durable concrete and tells how 
to figure quantities. For a copy of the 
book write Pennsylvania Dixie Ce- 
ment corporation, 60 E. 42nd street, 
New York, N. Y. 


All-Purpose Drawing Device 


A new all-purpose drawing and 
measuring device, the Parva-graph, 
has just been introduced. It is 
said to be accurately designed and 


ie yn, { 


pep Bs 





mathematically calibrated to serve 
as a square, dividers, protractor, 
triangle, ruler, compass, french 
curve and mitre. May be used to 
square up lumber, scribe a line as a 
guide for rip-sawing and to mitre a 
45-degree angle. Made of tough, 
transparent plastic it is priced to 
sell at $1.25. For further details 
write Parva Products company, 
West Haven, Conn. 


Kitchen Planning 


How today’s housewife can plan 
her kitchen to save steps, time and 
effort is shown in a free illustrated 
circular issued by the Small Homes 
Council, University of Illinois. 
There are suggested arrangements 
for the three work centers, recom- 
mended heights for counters and 
sinks, the number of electrical out- 
lets that should be provided for, 
and the types of counter and floor 
surfaces. For a copy of this cir- 
cular write small Homes Council, 
Munford House, University of Illi- 
nois, Urbana, IIl., requesting circu- 
lar C5.3. 


Using Glass in Homes 


Three new booklets have been put 
out by Libbey-Owens-Ford showing a 
variety of uses of glass in building 
homes. One of them discusses in de- 
tail the solar-type home including the 
important part played by glass and 


the architectural styles most suitable . 


for solar homes. A second gives the 
story of Thermopane, the insulating 
glass. The third, Planning Ahead with 
Glass, priced at 10 cents, shows how 
glass ean be used throughout a home 
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Fall and Buck 
With Power 


It's cheaper . . . it’s more efficient. . . it’s 

today’s way to get more done at lower cost. FIRST 

Make more money by getting your woods 

costs down... fall and buck : 

with Titan Power Saws. in Power 
Saws is 


TITAN 



























% 
wT Ney 


Results count. Your neigh- 
bor uses Titans. See them 
in action. Compare his output with yours... his costs with 
yours. Then put Titans on your job. Send for circular. 


OVER 700 
Satisfied Users 


. and these 700 are 
smart operators. They 


Manufactured by Model E know from experience 
, 10 HP . . . from increased 
Py * Wt. 105 Ibs. output .. . from lower 
Mill & Mine Sey j Co > costs ... that it pays 
Ppp y © Model J to use ~_ — 

6 H.P. Saws for all fallin 
2700 Fourth Ave. South, Seattle 4, Wash. Wt. 88 Ibs. ak belek ’ 











40 YOU 4S your Telepp 
O 





XS c\os® 
— NEED KD DIMENSION STOCK? 


NORTH CAROLINA Phone 8l 15 
L.N. BAGNAL 





Now that peace is restored, we have some added sources of supply which we sile= 
can recommend and which we're expecting to become increasingly active. To Mills: 
Accordingly, we're able to place some additional business, tahoe wa for KD Our business is growing 
Finished or Semi-finished Hardwood or Pine Dimension Stock—also limited amounts constantly and reliable 


of Gum, Oak, Mahogany, Maple and Douglas Fir Panels. shipeting sgehieg: depead- 


While the above are our specialties, we're placing a growing amount of com- bl A 
mission business in Southern Pine, Western Pine, Spruce and Douglas Fir. We ee 
sentation in our territory 


Buyers looking ahead should contact saw toate Se ctabeek on 
us now on their future requirements. 2 


L. N. BAGNAL 


a: 1°) Sy Ky | WINSTON-SALEM |, 
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for beauty as well as for utility. 
Copies of the books may be had from 
Libbey-Owens-Ford Glass company, 


Toledo 3, Ohio. 
Radial Cutting 


Just off the press is a new bro- 
chure describing the Wilson radial 
cutting machine. Complete details 
are given of the different types of 
cutting possible with the saw— 
cross, angle, ripping, bevel, bevel 
mitre, bevel ripping, angle dadoing, 


ACCURACY -VERSATILITY-SAFETY-SPEED 





ete.—and each process is illustrated 
with pictures of the machine at 
work. In addition there are pic- 
tures of the various types of tools 
used with the Wilson machine. For 
a copy of this brochure write 
Equipment Service Engineering 
company, 4722 Broadway, Kansas 
City 2, Mo. 


Power Chain Saws 

Only recently placed on sale in the 
United States are Precision power 
chain saws, manufactured by Preci- 
sion Parts Limited. Three types are 
made, all using 3% H.P. air cooled 
motor. The bow saw with a 14-inch 
cutting capacity is suitable for felling 
and bueking. A second saw, available 
in 20- and 26-inch lengths is suitable 
for felling and cross-cutting and has 
guide bars for one or two-man oper- 
ation. For more detailed information 
write Precision Parts Limited, Mon- 
treal 2, Canada. 


Small Conveying Units 

To meet present day needs for 
flexibility in conveying equipment, 
Island Equipment corporation has 
recently placed on the market a 
small powered belt conveyor unit 
in 10, 5 and 3 foot lengths. These 


units can be coupled together to 
make as long a conveyor as needed, 
and can be twisted for form any 





shape as well as conveying on up 
or down grade. The speed of all 
units is synchronized as one unit, 
The space formed between the two 
ends when turned at different 
angles is taken care of by a pat- 
ented set of differential rolls that 
can be easily dropped into place, 
guiding the material to the next 
conveyor. For more complete de- 
tails write Island Equipment cor- 
poration, 101 Park avenue, New 
York 17, N. Y. 


Portable Electric Blower 


Anything that can be cleaned by 
air can be cleaned with the new Ace 
blowers. There are two speeds—a 
powerful blast of air that will re- 
move dust from the largest motors 
or a gentler but positive blowing or 
suction action for small motors, 
switchboards, instruments and light 
duty jobs. There are four models 
ranging from heavy to light duty 
requirements. All Ace blowers are 
equipped with Universal motors and 
can be supplied for any voltage from 
100 to 275 volts. For a descriptive 
brochure write The Ace company, 
12-40 N. Orange street, Ocala, Fla. 














Zz SELLING THE PRODUCTS OF 
| THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
|  STHE SHEVLIN-HIXON COMPANY 
j Bend, Oregon 
4 


| Member of the Western Pine Associa- 
} tion, Portland, Oregon. 











- 








DISTRIBUTORS OF 


| SRE LION PINE 


Reg. U. 8. Pat. O 


EXECUTIVE pita 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 





) 





SPECIES 
PONDEROSA PINE 
{PINUS PONDEROSA) 


SUGAR (Genuine White} PINE 
(PINUS LAMBERTIANA} 








NEW YORK Bh enn - 
1604 Graybar Bidg. 1863 lle-Wacker Bldg. 
SFr te Fee Wvdeh Mohawk 4-9117 Telephone Central 9182 


SAN FRANCISC&G 
1030 Monadneck Bidg. 
Exbreok 7041 












POSS ¢ CARRIER COMPANY 


. Ideal for Planing Mills—Remanutac- 
turing plants—Wholesale yards. Rugged, 
fast, low priced. Economical and easy to 
operate. 





Write for Bulletin 70C 
The ROSS CARRIER CO. 


Factory: Benton Harbor, Mich. 


soeape - Portland - San Francisco - Vancouver, 


C. - Pine Bluff. Ark. - New York City - 


Hoboken, N. J. 


October 13, 1945, AMERICAN LUMBERMAN 





' 


*This i 


o 
@) 
Q 
@ 


191 ye 
brush 
tions ; 
the in 
“knov 
are di 
the g¢ 
pleme 





Am) 




















































































eecled, 1 | _ A 

n any Add [oY : 

On up LEADER: waew se. : 

of all i /f & 
unit, gkid z : 

e two ; oF Saas in : 

ferent YY TIE Lia PEE MM ik. i, Lyi dae ELLA 

4 pat- ° 

: that Meets Every Insulation Need! 
lac ‘ , . 

~~ SASH Now is the time to get ready for the assured big 
| * + demand for all three forms of nationally adver- 

e de- ; Age : 

: = Master Mechanics TOOL tised Zonolite insulation for old or new construc- 
N ~— tion. Meets every insulation requirement for 
New *This is one of a number of very fine Superkleen brushes homes and farm buildings. No other insulation 

is so easy to install... to sell! 
Ib ¢ Chiseled edge 

ed by 

vw Ace - .. Cuts clean! Paints the sash and not ZONOLITE 

ds—a the glass. " 
mes Granular Fill 

\otors ¢ 100%, pure bristle It slaagly pours into 

ng or 7+. we unhesitatingly resommend this Lae ree <- 

otors, for master mechanics .. . built for pre- joists in homes and 
light cision work. farm buildings for 

4 unsurpassed insula- 

odels Bristles firmly embedded in Sta-set tion against summer 
duty heat and winter cold. 

5 are . exclusive Devoe setting compound, ae ie to ee 

s and holds bristles in vise-like grip. selves... quickly... 

fr easily! 

j rom The long, unfinished ‘‘non-slip’’ handle, 

iptive 

pany, as originally introduced by Devoe. ZONOLITE 

, Fla. 

e 
Insulating Concrete 
Just mix Zonolite Concrete Aggregate 
instead of sand with Portland cement for 
: , warm dry floors in farm service build- 
191 years of paint experience applied to ings. Also used in 
: residential and 
brushes—True enough, the specifica- sound Gana 
~ | tions are inviting. . but don’t overlook on ee 
the intangible advantage of 191 years of = Lie a be. 
| “know how’ . . Superkleen Brushes houses. 
| are designed by Devoe to accentuate 
7 a , 
| the good qualities of paint, and to com- ZONOLITE 
| plement the skill of the master painter. " ° 
| nsulating Plaster 
~ Push the sale of Zonolite 
Plaster Aggregate for use 
instead of sand to make a 
fireproof plaster that in- 
_— — ee heat, cold 
and sound. Cuts mortar 
ANOTHER weight in half. Reduces 
dead weight. Resists 
D £ V ‘@) t cracking. Ideal for patch- 
ing. 
PRODUCT 
EASY TO STOCK—EASY TO HANDLE 
All three forms of Zonolite come in clean bags containing 
4 cubic feet and weighing from 24 to 33 Ibs. per bag, de- 
pending on the type of Zonolite. 

UNIVERSAL ZONOLITE 
ifac- Write today INSULATION COMPANY 
ged, for complete Dept. AL-105 
7 i BRUSHES aI 135 S. La Salle St., Chicago 3, Ill. 

" about prices Universal Zonolite Insulation Co. : 

and profits Dept. AL-105, 135 S. La Salle St. 5 

Chicago 3, Ill. a 

DEVOE & RAYNOLDS CO. Inc. Please RUSH full details about 8 

‘@] all 3 forms of Zonolite. + 
‘ Brush Division i 
PRINCETON, ee ll! Ean shee Teree testes sae sbeeser eer . en ee } 

DUVEE: we RO ee eeceeesecereeesesesesessesssesesseeseesesesesesssesess { 

ond: Ob cksinite jvintinacmmecaa ee RE . 
, AMERICAN LUMBERMAN, October 13, 1945 so 

M 











WASMINGTON 









Big Job Facing Country is 
Postwar Formula For 
Wages and Prices 


UR GREAT COUNTRY, at the 

Moment, is in a sad state of fix. 

The Gem of the Ocean, in fact, ap- 

pears to be suffering from a planetary 

hangover; a morning-after affair that 

makes the cold, gray dawn unspeak- 
ably gray and cold. 

No single cause for this monu- 
mental bust-head; except, of course, 
the war. But the war was neither a 
single nor a simple affair. The best 
that can be done in diagnosing the 
morning-after business is to name 
over a few symptoms and their prob- 
able causes. The symptomatic line 
forms on the right. 


WAGE-LABOR STUFF 

Most lumbermen agree that the 
number-one worry at the moment is 
labor. Rather it’s the job of setting 
up a postwar formula of wages and 
prices. 

True enough, of course, that quite 
a lot of other things come first. 
Plants, raw and semi-processed ma- 
terials sources, transportation, do- 
mestic and foreign credits and — 
probably as important as any or even 
as all the rest put together—the will 
of the U. S. customers to buy. 

In spite of many loud and confident 
statements, neither this industry nor 
any other knows what the customers 
will do when consumer-goods inven- 
tories are up to a good working vol- 
ume and when the mercantile doors 
are wide open. Much is said about the 
passionate pressure to buy; the sort 
of thing that created the black mark- 
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ets, that causes women to mob nylon 
counters, that leads certain men to 
try to corrupt auto dealers. But noted 
business men, who should know, are 
warning their fellow manufacturers 
and distributors that U. S. business is 





Although delayed 17 days by a print- 
ers’ strike, this issue has been brought 
up-to-date. This form went to press 
October 26 and contains the latest 
information available on that date. 





facing into the biggest and most ex- 
acting sales job in all its long history. 

A few reasons, mentioned in pass- 
ing, why sales must be made and not 
merely accepted: One of the first 
reasons is that industry has the big- 
gest production plant and one of the 
biggest potential labor forees in all 
human experience. If this plant is to 
be kept operating, and if workers are 
to be kept employed, the volume of 
consumer expenditures must be kept 
within sight of the production-con- 
sumption volume of the war years. 
This must be done without the public 
deficit-spending that carried the war 
to victory. Furthermore, it must be a 
continuing, year-after-year affair. 
Clearly enough, this program is not 
going to progress far merely on the 
war-time savings and the accumulated 
buying desires of four years. 

We’re told that this industry must 


employ more men, by a very wide 
margin, in the production of building 
materials and in the construction field 
than ever before. The building-field 
analysis is projected through a dee- 
ade. Will four years of delayed build- 
ing, in itself, furnish the buying urge 
for ten years? Those who should know 
say it will not; that what is involved 
is a far-reaching, genuinely creative 
campaign of salesmanship. For in- 
stance, after the first war there did 
develop a self-generating and spec- 
tacular demand; and this demand was 
translated into what has been called 
‘the fantastic price structure of 1921 
that led to the buyers’ strike.’’ The 
man who so described it is James J. 
Nance, of Zenith Radio Corporation. 
Mr. Nance, addressing the Sales Ex- 
ecutive Club, of New York, added 
this: ‘‘There is no question in my 
mind but that industry is on trial to- 
day as it never has been before.’’ 
Upon a vital selling job, Mr. Nance 
said, ‘‘depends free enterprise and 
America’s future.’’ 

Any comprehensive sales program 
must include prices; and prices have 
to include wages. A sales program 
has to compass much more than this; 
but it doesn’t even get started until 
the price-wage pattern is in reason- 
ably good order. Considering the size, 
instability and expanding importance 
of such an arrangement, it’s small 
wonder that business and government 
leaders are saying quietly that the 
answer has to be ‘‘right’’ and not 
merely ‘‘favorable.’’ 


DELAYED ADJUSTMENTS 


It’s well to remember that in so- 
called normal times the adjustment 
of prices, wages and employment is 
fairly continuous. In the main it isn’t 
a violent process. True enough, there 
are strikes; but it’s probably safe to 
guess that upwards of ninety percent 
of demands and disagreements are set- 
tled without fights. Often they don’t 
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Made left hand only. 

Bearings: Heavy duty ball bearings. 

Wheels: 44” diameter; 4/2” face to carry 
5” saw, taper bored. 

Top Wheel Shaft: Alloy steel, 234” in 
bearings on each end. : 

Lower Wheel Shaft: Alloy steel, 3'/2” full 
length, supported on outside of wheel 
by hanger from column, to eliminate 
overhanging wheel. 

Saw Strain: Sensitive knife edge type with 
gauge to indicate strain. 

Top and Lower Guides: Quick opening 
hinge type. 

Maximum Depth of Cut: 25”. 





Speed: 600 R. 


+? y 
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Extreme Height from Floor Line: 6 ft. 3!/2”. 
Floor Space — 4 ft. 10'//2”x5 ft. 1”. 


44’ McDONOUGH VERTICAL BAND RESAW 


BELT OR MOTOR DRIVEN 


Power Required: 20 H. P. 

Saws: 5” wide; #19 ga.; 23 ft. 4” long, 
134” teeth. ws not furnished as regu- 
lar equipment but carried in stock as 
extra for convenience of users. 


Feed Rolls: Four driven rollers 4!/2” diam- 
eter with independent adjustment for 
alignment with saw. 20 to 75 lin. ft. 
per min. 

Maximum opening 12!/2”—6!4,” each side 
of saw line. Inside rolls flexibly mounted 
for gauge sawing. 

Can. be set for center or gauge sawing 
and tilt for bevel siding. 


Feed Roll Drive Mechanism: Variable 
speed, self contained, friction drive 
mounted inside of column, exclusive on 
this resaw, eliminates danger of contact 
with large number of moving parts ex- 
posed on all competing machines. 

Belt Drive Machine with 16”x8'/.” pulley: 
Net weight 5,000 Ibs.; i ong weight, 
skidded and crated, 5,400 Ibs. 

Motor Driven Machine: with built-in 20 H. 
P. electric motor and ‘'V" belt drive; 
net weight 5,800 Ibs.; shipping weight, 
skidded and crated 6,200 Ibs. Starting 
switches and controller not furnished. 


Good Deliveries with Priority 





Write for Complete Information 


McDonough 
Manufacturing Co. 


INCORPORATED 1888 
EAU CLAIRE, WISC. 
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' PIRTHITE TIPPED SAW 
Inserted Type, for Wood 


PATENT INSERTED TOOTH GROOVER 
Firthite Tipped Inserts 


Firthite Tipped Saws made by Huther Bros. Saw. Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 
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FIRTHITE TIPPED SAW 
Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 

Huther Bros. have long taken special pride in the 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


- HUTHER BROS. SAW MFG. CO., Rochester, New York 
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have to come to a crisis; are settled 
by conference and agreement. 

This almost automatic process was 
stopped by the war. That event, crash- 
ing into the ordinary processes of in- 
dustry, made it necessary for public 
controls and regulations to be applied. 
Well, these controls are now in pro- 
cess of being removed; either by ex- 
ecutive order or by the limitations 
that were written into the laws creat- 
ing them. 

There’s an enormous break between 
peace-time and war-time industrial 
processes and management. The re- 
sult it that the country is coming sud- 
denly to a post-war situation vastly 
different from pre-war memories. The 
automatie, step-at-a-time process can’t 
well take over until a considerable 
part of this four-year gap has been 
bridged. 


BATTLES OF PEACE 


At the present time it’s clear 
enough to any reader of the daily 
papers that so-called peaceful adjust- 
ments are not to the fore. Strikes, 
both actual and threatened, are front- 
page stuff; day after day. No settle- 
ments made now are considered more 
than tentative. All the resentments 
and feelings of having been gypped 
in the name of patriotism during the 
war, all the feelings on both sides 
that lines drawn now will be followed 
perhaps for years to come, all the 
other urgencies of the new era are 
combining to foree a series of settle- 
ments: peaceably if possible, with a 
fight if necessary. 

There’s a general feeling that labor 
is due for a fall: and this feeling is 
shared hy men who wish it were not 
true and who feel a personal depres- 
sion over the prospect that labor, by 
reason of its own bad leadership, is 
likely to lose much that it has gained 
during a generation. 

It’s a eurious situation. Labor ean 
make a good ease for itself in asking 
for a sustained purchasing power, to 
be created bv higher wages. In the 
first place—this, to the best of our 
knowled¢e, is the lahor areument—an 
inereased technological efficiency, in 
other words automatic machines, is 
displacing much Jahor: and an in- 
crease in wages will not inerease the 
cost of goods. That’s reasonablv true 
in some, but not in all, industries. In 
the seeond place, industrial workers 
are also consumers: and without ade- 
quate buvine power for these work- 
ers the markets generallv will slump. 
Tn the third place. labor is threatened 
bv a serions ent in individnal wages; 
dne to the return of the 40-hour week 
and the loss of the higher overtime 
rates. 

Here’s a brief explanation of the 
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demand for ‘‘52 hours pay for 40 
hours work.’’ Average work week, in 
war industries, was 48 hours. This 
meant eight hours of overtime at time 
and a half; so these eight hours 
brought wages equivalent to twelve 
hours at straight rates. Really a 52- 
hour week. The worker drops back to 
40 hours. In order to have the same 
take-home pay, his 40-hour wage 
would have to be inereased by 30 
percent. . . . Of course you know all 
this; but it’s for the record. 


PUBLIC POLICIES 


Since employers have generally 
balked at this increase, the maiter, 
willy-nilly, was dropped into the gov- 
ernment’s lap. It was a most unwel- 
come gift; since the Administration, 
for political reasons, wants to main- 
tain friendly working relations with 
both. contenders and certainly does 
not want to get into the middle of this 
cross fire, 

Employers pointed out that 52 hours 
pay for 40 hours work must reduce 
the weekly output per worker without 
reducing the cost of the labor in- 
volved. This would make necessary an 
inerease in the sales prices of the 
goods; starting the inflationary proc- 
ess that, in John W. Snyder’s words, 
‘‘would make labor’s gains mean- 
ingless.’’ 

The first response by the Adminis- 
tration was a proposal to increase 
wages by 12 to 15 percent and to re- 
quire that these increases be absorbed 
somewhere along the line, without in- 
creasing the retail price of the goods. 

Incidentally, lumber retailers have 
a special interest in this ‘‘ absorption 
policy.’’ We may as well accept the 
fact that in powerful Federal agency 
circles there’s an ineradicable con- 
viction that retail profits are high 
enough to be tapped for about any 
manufacturing, wholesaling or com- 
mission advance in costs. Make no 
mistake; that’s an extremely danger- 
ous idea to have at large. It’s the 
theory that the retailer is the rich 
brother-in-law who will take care of 
all the rest of the family. Nice to be 
considered well fixed; but most men 
would like to decide on their own 
gratuities. 

Well, this policy on the part of the 
Administration got but feeble, if any, 
hoorays. Labor wanted 30 percent; 
not 12 to 15. In fact, over a five-year 
period, it’s the understanding that 
labor is shooting at a 50 percent raise. 
Operators didn’t want to absorb even 
12 percent. 

At this point the Administration 
made what seemed to be a curious 
announcement; that the government 
would continue to hold the line, of 


prices and the cost of living, while 
permitting operators and labor in each 
industry to work out their own wage 
rates. Many people, including us, at 
least for a time, decided that the 
Administration was throwing in the 
towel. Well, it didn’t solve the big 
problem; but apparently it was a 
shrewd tactical move. 

Like this: Our old friend John L. 
Lewis was at it again. This time lie 
was trying to unionize mine foremen. 
Those so-called ‘‘unauthorized and 
sporadic strikes’’ which seem to grow 
up behind Lewis, so frequently and 
to his well advertised surprise, broke 
out all over the place. Rumor is that 
he confidently anticipated government 
seizure of the mines; a device from 
which he has previously derived much 
prestige and profit. That would have 
been next best to winning the strike; 
in fact in the Lewis book it might 
have been even better than winning 
the immediate victory. But this time 
he missed. The government did not 
take over the mines. Instead, it ad- 
journed the coal conference; leaving 
Lewis definitely out on a very long 
and lofty limb. To continue the stop- 
page of coal production, at the be- 
ginning of winter, and to keep up the 
fight under such cireumstanees long 
enough to foree the operators to vield, 
prohablv would have destroved the 
union. Public anger was mounting. 
While T.ewis claimed he wasn’t re- 
sponsible for the strike and eouldn’t 
control it, he suddenly ordered it 
stopped, anvwav. Credit one home 
run to the Administration. 


UNION HAZARDS 


This mounting tide of publie anger 
is a factor the eurrent union leaders 
don’t understand: none. at least. save 
those who have held their positions 
for well onto a generation. For the 
last dozen vears or more, organized 
lahor has exereised much power: has 
been listened to bv Congressional com- 
mittees: has been the beneficiarv of 
much snecial and favorable lesisla- 
tion. Those who shonld know tell us 
that a maiority of U. S. voters are 
favarahle ta the areanization of labor. 
These neople think that, esneciallv in 
industries where iohs ean he learned 
in from three davs to a week, workers 
wonld he exnloited if thev did not 
orvanize in groups as strong as the 
management. 

But it’s fairlv clear that union 
leaders, overniavinge their Inek, are 
risking hoth their standing with the 
nvhlie and their earlier legislative 
eains, 

There’s the feeling that the nation- 
wide storm of strikes is delaving re- 
conversion and is playing into the 
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With peace, we had expected to be 
able to swing back into resumption of 
service to our many customers. Unfor- 
tunately there are still problems. Our 
production is down. Our manpower is 
short. 


JOHIN TAWE On 


Wholesale Lumber 


Herald-Argus Building P. 0. Box 3113 
CATONSVILLE 28, MD. 
Telephones; Catonsville 470 -- Gilmore 5823 
Yellow and White Pine -- Hardwoods -- Shingles 
West Coast Lumber 
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aii Low--Quality Being Maintained 


Due to the continued man- 
power shortage, wet weather 
and other adverse factors, our 
output is only about 50% of 
normal. Under the  circum- 
stances we regret our inability 
to book additional business 
much as we should like to do 
so. We're doing our best to 
maintain our quality and build 
up a working inventory. 


TREMONT LUMBER COMPANY 
Rochelle, La. 
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hands of the inflationists. The longer 
the return of consumer goods in quan- 
tity is delayed, the greater the price 
pressure against the ceilings. Most 
customers, of course, think of it in 
terms of actual goods supplies. If the 
factories don’t work, there’ll be no 
shoes or washing machines or ears, 
This definitely does not popularize 
the unions with John Citizen. 

There’s a resentment against the 
erudities and inequities of mass 
unionization as practiced during the 
war; workers going to war plants, to 
work for the government and in sup- 
port of the war effort, required to 
pay large initiation fees: to a private 
group in order to get what really 
was a government job. Incidentally, 
there’s a growing proposal, possibly 
due to pure irritation, that legisla- 
tion be passed to attach the big union 
treasury funds for the purpose of 
paying the unemployment benefits au- 
thorized by law; in each ease, of 
course, to the unemployed members 
of the particular union involved. 

Part of the weakness of the gov- 
ernment position is the fault of Con- 
gress. For example, Congress has set 
up no adequate method of dealing 
with work stoppages where one or 
both parties refuse to arbitrate. Seiz- 
ure of plants, during the war period, 
was a clumsy and ineffective policy. 
There’s a general feeling that union 
influence has prevented enactment of 
reasonable laws to deal with this situ- 
ation. 

It’s been demonstrated often that 
small, tightly organized groups with- 
in a union can control it as against 
the majority of its own members. 
While the NRLB ean go to court to 
compel an employer to bargain with 
a certified union, it can not protect 
this employer from boycotts and 
strikes by outside unions, trying to 
foree a closed shop on the plant 
against the lawfully expressed wishes 
of the plant’s own workers. Then the 
invasion by unions of the manage- 
ment field, as for instance the eflort 
of UMW to unionize foremen, 
given many friends of the wnion 
movement the feeling that the move- 
ment is really undertaking to appro- 
priate industries; trying in effect to 
substitute union law for Federal law. 

Note, on the other hand, that 
public agencies for dealing with la- 
bor matters have been so multiplied 
in number that they get into each 
other’s way, spend most of their 
time on jurisdictional questions as 
among themselves and get little 
done. This clumsy machinery should 
be brought up to efficient standards. 
It explains, perhaps as much as any 
legal or mechanical devices can, the 
weakness of the Administration in 
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Inventories Remain Low 
as West Coast Strike 
Retards Production 


The long awaited all-out produc- 
tion of lumber continues to be 
plagued with labor troubles, par- 
ticularly in the western lumber pro- 
ducing regions. Already in its 
fourth week of deadlock, the West 
Coast AFL strike was, at the pres- 
ent writing, still in progress with 
most of the turmoil centering 
around the problem of wages. More 
than 60,000 AFL workers are de- 
manding a basic wage of $1.10 per 
hour. 

As a result of these unsettled la- 
bor and wage conditions in the 
west coast area the overall distri- 
bution picture has been knocked off 
balance. The men who are out on 
strike are preventing the recruit- 
ing of workers who, during the 
war, may have left the lumbering 
industry to work in other indus- 
tries. This latter group may be 
unemployed at present, but in spite 
of this, they still aren’t at all anxi- 
ous to seek jobs in strike threat- 
ened or strike-bound plants. 

On the bright side of an other- 
wise gloomy ledger, however, is the 
fact that the west coast CIO mills 
haven’t struck yet. Their union 
heads feel that this is not a partic- 
ularly good time for a result-getting 
lumber strike on the coast. Still, 
the mere possibility of their com- 
ing in on the present AFL tie-up 
either this year (or possibly not 
until next Spring), is an added 
drag on the present recruiting of 
additional workers. 

The Department of Commerce re- 
cently issued a report on building 
supplies in which it was indicated 
that there may be costly- delays in 
1945 and early 1946 construction. 
Pointed out in the report was the 
fact that extremely scarce supplies 
of lumber, brick, clay sewer pipe 
and cast iron soil pipe may hold 
up construction or possibly bring 
back the use of substitutes of the 
war-housing type. 

The report placed lumber at the 
head of its list of building materi- 





als in which there is now and will 
continue to be a critical shortage. 
In explanation of this it stated that 
“little lumber has reached the 
yards in spite of war contract can- 
cellations” and that the “immediate 
picture is fairly dark.” 

Some of the best informed repre- 
sentatives of the lumber industry 
believe that if the present labor sit- 
uation and the OPA price controls 
on lumber do not improve within 
the next two weeks the continuously 
slowing flow of lumber into retail 
stocks will reach a complete stand- 
still. If such should be the case, 
it would act as a tremendous brake 
on building even as far ahead as 
next summer. 

It all depends on how soon new 
production can “get going” again 
in really large volume. 





Although delayed 17 days by a print- 
ers’ strike, this issue has been brought 
up-to-date. This form went to press 
October 26 and contains the latest 
information available on that date. 





Current Statistics on 
Output and Distribution 


Lumber shipments of 459 mills 
reporting to the National Lumber 
Trade Barometer were 3.8 percent 
below production for the week of 
October 13, 1945. In the same 
week new orders of these mills were 
9.0 percent less than production. 
Unfilled order files of the reporting 
mills amounted to 82 percent of 
stocks. For reporting softwood 
mills, unfilled softwood orders are 
equivalent to 28 days’ production at 
the current rate, and gross stocks 
are equivalent to 32 days’ produc- 
tion. 

For the year-to-date, shipments 
of reporting identical mills exceeded 
production by 1.6 percent, orders 
by 4.3 percent. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 42.4 
percent less; shipments were 42.3 
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percent less; orders were 44.6 per- 
cent less. 


WEST COAST 

Fir and other west coast mills 
produced 101,575,000 feet of lum- 
ber during the month of Septem- 
ber, 1945, according to reports filed 
by 132 mills with the National 
Lumber Trade Barometer by the 
West Coast Lumbermen’s Associa- 
tion. This is 62.6 percent of the 
reported cut of the same mills in 
the corresponding month a year ago 
and brings the 1945 cut to date 78.5 
percent of the corresponding 39- 
week 1944 total. Shipments the 
month of September 1945 totaled 
103,428,000 feet and new business 
booked was 119,470,000 feet. 

Thirty-nine weeks for 1945, 
cumulative production 4,970,427,000 
b.f.; 39 weeks, 1944, 6,027,455,000; 
39 weeks, 19438, 5,898,101,000. 

Orders for 39 weeks of 1945 
break down as follows: Rail 3,963,- 
000,000 b.f.; domestic cargo, 614,- 
507,000; export, 271,398,000; local, 
510,207,000. 

The industry’s unfilled order file 
stood at 672,440,000 b.f. at the end 
of September, gross stocks at 
378,220,000. 

SOUTHERN PINE 

Production of southern pine by 
140 mills (93 units) for the week 
ending October 13 as reported to 
the Southern Pine Association to- 
taled 16,190,000 feet. This is 30.70 
percent below the three-year aver- 
age for the same mills. Shipments 
during the week ended October 13 
totaled 17,139,000 feet, 5.86 percent 
above output. Orders placed were 
for 15,840,000 feet, 2.16 percent be- 
low production and 7.58 percent be- 
low shipments. Total stocks on 
hand at the end of the week were 
133,496,000 feet as against unfilled 
orders for 101,060,000 feet. Un- 
sold pine stocks on hand stood at 
32,436,000. 

WESTERN PINE 

One hundred and four mills re- 
porting to the Western Pine Asso- 
ciation for the week ending October 
13 cut 40,808,000 feet. The same 
week a year ago the cut was 77,- 
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138,000 feet. Shipments the same 
week this year were 39,437,000 
feet, 3.4 percent below production. 
Orders accepted in the current week 
were 21.6 percent below output. Un- 
filled orders on hand October 13 
were for 289,585,000 feet with gross 
stocks at 712,986,000 feet. 


NORTHERN PINE 

Production of northern pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled 1,450,000 feet for 
the week ending October 13. This 
is substantially the same figure for 
the same week a year ago. Ship- 
ments during the current week were 
1,105,000 feet and new business 
booked totaled 895,000 feet. Un- 
filled orders October 13 stood at 
6,280,000 feet and gross stocks were 
42,285,000 feet. 


In the Market Centers 


TACOMA: The AFL lumber 
strike continues virtually to stale- 
mate the lumber industry in this 
area. The only sizable mill here 
still operating is the St. Paul & 
Tacoma Lumber Co. This plant 
(CIO) was down for several days 
when AFL pickets appeared before 
it and the CIO workers refused to 
pass the AFL picket line. But the 
CIO union sought and obtained a 
temporary injunction against the 
AFL pickets who were immediately 
withdrawn and production soon 
was going ahead as usual. 

The only other plant of conse- 
quence still operating is the Puget 


Sound Plywood Co., a cooperative 
concern. Two or three small detail 
plants still are unaffected by the 
strike. Picket lines so far have been 
pretty much of the token variety 
and there has been no violence. 

The first AFL strike-bound lum- 
ber mill to resume operations here 
is the Hammerschmith Lumber Co., 
whose officials announced on Octo- 
ber 16 it had met the demands of 
union workers and would reopen 
the following day. The mill will 
pay a $1.15 hourly minimum. How- 
ever, the reopening of this plant has 
only:a token meaning as far as in- 
dicating the way the wind is blow- 
ing is concerned because this plant 
employs only about 10 men. The 
decision of this company to meet 
the AFL demand is being watched 
with interest for its possible effect 
on other plants. 

SEATTLE: Production of lum- 
ber in the Seattle area continues at 
a very low level due to the AFL 
strike which shows no sign of end- 
ing. A few box mills and plants 
with urgent delivery commitments 
have complied with union demands 
and are operating. Log production, 
due to favorable weather, is good. 
All camps are operating except in 
the Morton Area of Washington. 

As of October Ist, inventory for 
the three districts of Puget Sound, 
Grays Harbor and Columbia river 
amounted to 643,000,000 feet or 
56,000,000 more than last month 
and 111,000,000 below the total of 
a year ago. Input continues to be 


above consumption and, if the 
strike continues much longer, the 
mills will have a good winter sup- 
ply of logs, perhaps the only bene- 
ficial aspect of the strike. Log- 
ging camps are still very short of 
labor. Mills are using cedar logs 
for lumber and shingle mills are 
hard put to get logs. 

Demand for all kinds of lumber 
is enormous, but so paralyzed is 
the trade that many buyers are in- 
active. The WPB is still giving 
priorities for some special military 
orders.. The housing picture in 
Seattle is just as bad now as it was 
at any time during the war. 

Wholesale and retail yards in 
Seattle are almost emptied of lum- 
ber and, as long as the strike con- 
tinues, there is no relief in sight. 
In Tacoma the situation is much 
the same. Here the available lum- 
ber supplies have dwindled rapidly 
in the face of a heavy demand dur- 
ing the past two weeks and little 
fresh stock has been produced to 
augment the supply. 

Because of the strike, revocation 
of the WPB order L-41 caused lit- 
tle comment in the Tacoma region 
since there was virtually no lumber 
available to meet the demand that 
had been anticipated with the lift- 
ing of construction restrictions. 

Looking at the West Coast lum- 
ber production picture as a whole, 
output, according to the West 
Coast Lumbermen’s Association, 
dropped to a weekly average of 
101,000,000 board feet in Septem- 
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Clarke County Lumber Company 
Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 
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—the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 


REG- U.S. PAT. OFF. 























1036 GRAND ST., BROOKLYN 6, N. Y. 





READY CASH 
Available for Purchase of 
ENTIRE LUMBER YARDS -- MILLS 
LOTS OF SURPLUS OR 
SECOND HAND LUMBER AND TIMBER 


N. Y. SALVAGE & WRECKING CO. 


PHONE: EVERAZRIEN 7-3459 


struction, Etc. 





BOOKS THAT WILL INCREASE YOUR PROFITS 
AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 
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Sash &A Door 
Company 
WHOLESALES PACIFIC COAST 
LUMBER PRODUCTS 


Red 
Cedar 
Shingles 


Sales Office: 


542-543 
du Pont Building 
Miami 6, Florida 
P. O. Box 1054 


... Western Union Teletype in Office... 
Home Office -- Fort Lauderdale, Fla. 











ber because of the strike which has 
shut down about half of the mill 
production during the month’s final 
week. 

September’s output of logs, the 
association said, did not fall with 
lumber production because rela- 
tively few of the logging camps 
were closed down. Log inventories 
are growing. This increase is ex- 
pected to assist lumber production 
once the strike is over. 


News and Trends 
(Continued from Page 81) 


country are invited to submit any 
number of solutions to any or all 
of the problems and are entitled 
to win any number of the prizes 
offered. The rules provide for 
anonymous submission of entries to 
the jury. 

The official rules can be secured 
by addressing requests to Chicago- 
land Prize Homes Competition, 
Room 1512, 435 N. Michigan ave- 
nue, Chicago 11, Ill. 

Prospective entrants are re- 
quired by the rules to make known 
in advance their intention to com- 
pete. A registration form for this 
purpose is included in the rules 
booklet. This form is to be filled 
in and returned to the professional 
advisor not later than Dec. 8, 1945. 
Such registration does not obligate 
anyone to submit an entry. 

Closing date for all entries is 
Saturday, Dec. 15, 1945. 


Rules Changes for Selling 
Surplus Goods to Veterans 


Drastic changes in Regulation 7 
governing sale of surplus govern- 
ment property to veterans have 
been announced by the Surplus 
Property Administrator. 

Major changes are: 

1. Eliminate the $2500 limit in 
purchases, though minimum and 
maximum limits will be set. 

2. Allow the veteran entering re- 
tail business to buy an initial stock 
of goods for resale to the public. 

3. Allow the veteran to deal di- 
re¢tly with disposal agencies after 
ceftification by Smaller War Plants 
cotyoration at the lowest price at 
which such property is sold. 

4, Permit the veteran to buy au- 
tomotive or other equipment re- 
quired by his employment. 

5. Provide that credit may be ex- 
tended to the veteran undér terms 
and conditions established by the 
agency selling the goods. 

6. Give veterans’ rights to sur- 
plus property to ex-service mem- 
bers who have been released from 
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active service though not techni- 
cally discharged. 

Further changes will be made if 
found necessary. 


August Retail Sales Show 
21 Percent Gain Over 1944 


The retail sales of lumber and 
building materials stores in August 
showed a gain of 21 percent over 
sales in that same month the year 
before and a gain of 6 percent over 
July, according to a report pub- 
lished by the Department of Com- 
merce. 

The east north central states in- 
cluding Ohio, Indiana, Illinois, 
Michigan and Wisconsin had the 
highest total dollar sales showing a 
gain of 16 percent over the previ- 
ous year and the Pacific group of 
Washington, Oregon and Califor- 
nia was second. The lowest dollar 
sales were in the east south central 
states of Kentucky, Tennessee, Ala- 
bama and Mississippi, though they 
showed an increase of 25 percent 
over August, 1944, and 4 percent 
over July. 


Dollar-and-Cent Cross Tie 
Increase in "Fringe Area" 


An increase of $1.50 per 1,000 
feet board measure in the mill ceil- 
ing prices of railway cross ties 
manufactured in the “fringe area” 
east of the Rocky Mountains, has 


been announced by the OPA as. 


effective Oct. 3. 

The “fringe area” includes North 
and South Dakota, Utah, Wyoming, 
Colorado, Arizona, New Mexico, 
the counties of Texas, Cimarron 
and Beaver in Oklahoma, West 
Texas and Mexico. 

This action is designed to restore 


proper price balance between ties 
and mill run lumber and to restore 
the incentive for small mills to cut 
some of their production ‘into ties. 

OPA also announced that manu- 
facturers’ ceiling prices’ on Port 
Orford cedar cross ties, previously 
authorized by OPA on individual 
application, have been placed in a 
table of prices in the regulation 
governing sales of other species of 
cross ties. 


Earle S. Draper Retires as 
Deputy Commissioner of FHA 


Earle S. Draper, deputy commis- 
sioner of the Federal Housing Ad- 
ministration, has announced his. re- 
tirement from government service 
to enter private business in Wash- 
ington. 

Mr. Draper, who has been ‘con- 
nected with the FHA for more than 
five years and since 1943 has been 
in charge of all field offices and 
mortgage insurance operations of 
FHA, will establish an office as a 
consultant in city and land plan- 
ning, housing construction and 
housing finance. 


Northern California Lumber 
Merchants Elect Officers 


Results of the election of the 
Lumber Merchants Association -of 
Northern California were an- 
nounced recently. 

The officers are Ray Clotfelter, 
W. R. Spalding Lumber company, 
Visalia, president; J. H. Kirk, 
Southern Pacific Milling company, 
San Luis Obispo, vice president; 
I. E. Horton, South City Lumber 
company, South San Francisco, 
treasurer; and Bernard B. Barber, 
Fresno, secretary. 





Chicago Tribune prize homes contest jury. Left to right, standing: John Merrill, architect; Arthur 

E. Fossier, builder; Boyd Hill, architect and professional adviser in the contest, and A. N. Rebori, 

architect. Seated: Philip B. Maher, architect; John R. O'Conner, builder; Irvin A. Blietz, -builder, 
and Paul Gerhardt, Jr., arch**ect. 





October 13, 1945, AMERICAN LUMBERMAN 

















TH 
YC 





Ay 


ur 
ri, 
er, 




















FERGUSON Lumber 
Was There 





Signel Corps Photo 


Out in the jungles of the South Pacific, on the German and 
Italian fronts, Ferguson Lumber saw plenty of action in ammu- 
nition boxes, supply crates, storage buildings—wherever lumber 
was needed by our fighting men. 


Now, limited amounts of Ferguson Lumber are finding action 


in house and farm repair and some new construction. More 
will be available within a few months. 


W. T. FERGUSON 


LUMBER COMPANY 
St. Louis 1, Mo. 











THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


WORKS 
Holland, Mich. 


MACHINE 
238 Eighth St. 
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STANTON 
DISTRIBUTION 


IN THE WEST 


offers particular 
advantages for 


WOOD PRODUCTS 


For fifty years we have wholesaled ; 
domestic and imported woods through- ~ 

out America with accent on the weit. a 
We want new post-war items. % 












In addition to wood products we h 
handled associated materials needed’s ' 
in the building trades. Here teo“we 
can offer organized sales help with . 
adequate finances, facilities and space 
for large operations. 


BUILDING SPECIALTIES 


Here we believe the post-war market 
will be particularly receptive. We are 
organizing to meet this need. 





WRITE, 
3 WIRE or 
yuo PHONE. 
yor ood if you seek 
gt a gof ” adequate 
yu? gure” distribution 
a in the west. 
qe 
N° 3 Eugene 
gor” 09 o* g 
ot Oregon 
\ ve Office 
* or 476 E. Broadway 





E. J. STANTON & SON 


INCORPORATED 


2050 East 4lst Street 
LOS ANGELES CALIFORNIA 
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Frederick E. Weyerhaeuser, 
Well Known Lumberman, Dies 


Frederick E. Weyerhaeuser, 72, 
widely known Northwest lumber- 
man and philanthropist, Saint Paul, 
Minn., died Oct. 18. 

Mr. Weyerhaeuser, president of 
the Weyerhaeuser Timber com- 





F. E. Weyerhaeuser 


pany, the largest company of the 
present Weyerhaeuser group, was 
also a director of the Great North- 
ern Railway company, First Na- 
tional Bank of Saint Paul and was 
formerly a director of the Conti- 
nental Illinois National Bank & 
Trust company, Chicago. 

After attending Phillips acad- 
emy, Andover, Mass., and graduat- 
ing from Yale in 1896, earning a 
Phi Beta Kappa key, he entered his 
father’s office. In 1914 he became 
head of the organization after the 
death of the elder Weyerhaeuser. 

He was one of the founders of 
the Southern Lumber company, 
Warren, Ark., and the prime mover 
in the founding of the Weyer- 
haeuser Sales company in 1916. He 
has been an executive officer of 
many lumber companies of the 
Weyerhaeuser group and their af- 
filiated concerns. 

At the time of his death he was 
an elder in the House of Hope 
Presbyterian church and president 
of the Union Gospel Mission. He 
was a member of Delta Kappa 
Epsilon and Skull and Bones at 
Yale. 

He is survived by his widow, 
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WF NUTS 


Harriette Davis Weyerhaeuser ; two 
sons, Frederick, St. Paul, and 
Charles Davis, Tacoma, Wash., and 
five grandchildren. Also surviving 
is a brother, Rudolph M., St. Paul, 
and two sisters, Mrs. William Ban- 
croft Hill, Poughkeepsie, N. Y., and 
Mrs. Samuel Sharpe Davis, Rock 
Island, Ill. 


Promotions and Appointments 

FRANCIS M. PAUL has been ap- 
pointed advertising manager of the 
Tremco Manufacturing company, 
Cleveland, Ohio, 
according to an 
announcement 
made by W. C. 
Treuhaft, presi- 
dent. 

MAURICE T. 
BRYAN has been 
appointed man- 
ager of the 
paint depart- 
ment, Barker- 
Goldman - Lubin 
company, Springfield, Il. 





Francis M. Paul 


ARTHUR R. TOFTE has_ been 
named manager of the advertising 
and public relations department, 

Allis - Chalmers 
Manufacturi n g 
company, Mil- 
waukee, Wis. He 
succeeds George 
J. Callos who re- 
signed to be- 
come vice presi- 
dent of a Mil- 
waukee adver- 
tising agency. 

J. H. HEINTZ, 
sales and con- 
struction engineer, has been ap- 
pointed general sales manager of 
the C. S. Johnson company, Cham- 
paign, Ill. 


J. H. Heintz 


Guy S. SAFForRD has been named 
promotion manager of the P. & F. 
Corbin division of the American 
Hardware corporation. He will be 
in charge of all promotion and re- 
search activities. 

GORDON E. P. WRIGHT and PAUL 
A. KETCHUM have been appointed 
assistant general managers of 
branches of the Pittsburgh Plate 
Glass company. 


CHARLES J. DALTON has been ap- 
pointed executive vice president ot 
the Arlington Window Shade cor- 
poration, manu- 
facturers of the 
“Arlite,” Vene- 
tian blind. 

Ray W. SWEE- 
NEY, former dis- 
trict sales man- 
ager at Minne- 
apolis, has been 
appointed sales 
manager of 
Ruberoid com- 
pany’s western 
division. He succeeds Louis Hers- 
covitz, recently appointed vice- 
president. George F. Steinwart 
was named to succeed Mr. Sweeney. 

HERBERT B. MCKEAN has been 
engaged by the Timber Engineer- 
ing company, Washington, D. C., as 
assistant to the director of re- 
search. 


Ray W. Sweeney 





Herbert B. McKean Walter N. Fisher 


WALTER N. FISHER has been 
named to the newly created posi- 
tion of assistant to the general 
sales manager of R. G. LeTourneau, 
Inc., Peoria, Ill. 


GREGORY S. PALMER has been ap- 
pointed assistant manager of 
kitchen cabinet sales for the Ber- 
ger Manufacturing division of Re- 
public Steel corporation. 


M. R. RANDLETT has been ap- 
pointed assistant divisional director 
of Pittsburgh Plate Glass com- 
pany’s Milwaukee paint factory. 
Since 1932 he has been manager of 
trade sales at the Milwaukee plant. 

JOHN H. MarrTIN, chairman of the 
production readjustment committee 
of the WPB, has been appointed as- 
sistant to the chairman of the 
board of the Winton Lumber com- 
pany, Minneapolis, Minn. 

SINCLAIR WEEKS, former U. S. 
Senator, Massachusetts, has been 
elected a director of the Atlas Ply- 
wood corporation, Boston, Mass. 

RICHARD C. VOLKERT has been 
appointed manager of the Lumber 
Credit Protective Bureau. He was 
formerly traffic manager of the 
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. POLSON 
: Lumber & Shingle Mills 


Division of 
Polson Logging Company 


Hoquiam, Washington 





You Can 
Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low- 
cost reducing agent, available 
locally. 


It saves much in needed freight 
space — with an equal saving in 
transportation cost. 
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Specify 
“Par-Tox Treated” 
on your next order. 










IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


More than 75 years 
of service tothe sash 
and door industry. 





Let’s See... 
Where ARE We? 


Four years ago the movement of our lum- 
ber to the nation’s builders was violently 
interrupted by Pearl Harbor. Overnight, 
deliveries turned to war. Now, about to 
resume, we say, ‘Let's see, where ARE 
we?” 


Well, we're 14 million homes behind. Re- 
conversion, the railroads, expanding in- 
dustries are clamoring for lumber. Foreign 
reconstruction calls increase. That's where 
we ARE. 


Pope & Talbot mills, geared to the times’ 
demands, will fill your orders as soon as 
conditions permit. 








POPE: TALBOT, INC. 


LUMBER DIVISION 























HANDLING IN YOUR YARD 





Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 
Write for special bulletin, A.L.-105, 
describing Standard 
Pama = Conveyors designed 
—_" >) - to speed and cut the 
Ge ——- cost of handling in 
\ TE Ate lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 








ow Fever 
CONVEYORS 





LINDSEY ~ 20 


. fa Postion 
Self-Loading = Z2s2- 
Skidders 


are .used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 





Newest / 


Preferred by Particular People 
a 
Ralit~ 


SINGLES DOUBLES 
$3.30 to $4.40 $5.00 to 6.50 


Radio & Bath in Every Room 


A KNOTT HOTEL - 305. F. DUDDY, Mgr. 











Northwest Retail Coal Dealers as- 
sociation. 

Otto A. ZIMMERLI, Chevy Chase, 
Md., has been appointed chief of 
the fiscal control division of the 
Forest Service, U. S. Department 
of Agriculture, succeeding Hamil- 
ton I. Loving, retired. 

WALTER P. SCHWARM, general 
sales manager, Milcor Steel com- 
pany Milwaukee, Wis., has been 





W. P. Schwarm R. S. Schmieder 
elected vice president in charge of 
sales. Succeeding Mr. Schwarm is 
ROBERT S. SCHMIEDER former man- 
ager of the Baltimore branch. H. 
VERNON STEHL is filling the Balti- 
more position with the new title of 
district sales manager. 





Stewart C. Griswold 


H. Vernon Stehl 


Appointment of STEWART C. GRIS- 
WOLD as manager of the Redwood 
Export company, San Francisco, 
has been announced. For the past 
four years, Mr. Griswold has been 
associated in various capacities 
with the War Production Board 
and its predecessor, the Office of 
Production Management as produc- 
tion and procedure consultant. 

HENRY CROWN has been elected 
chairman of the board of directors, 
Material Service corporation, Chi- 
cago, upon his retirement from 
active service with the U. S. Army 
corps of Engineers. 

A. A. MANDIN has been appointed 
manager of the new Boston office of 
the Ford Metal Moulding company. 

J. H. KENESSON, manager of pro- 
duction units, Long - Bell Lumber 
company, has been transferred to 
Longview, Wash., to be assistant to 


Vice President L. L. Chipman. He 


will assume some of the production 
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duties of Mr. Chipman and will 
maintain headquarters at the Long- 


view millsite. During his 47 years - 


with Long-Bell he has spent the 
majority of his time in production. 
He is being succeeded in the south- 
ern managership by C. V. Holbrook. 

R. E. PAULING has been named 
manager of the Tulsa, Okla., office, 





R. E. Pauling 


Marion A. Elliotte 


ILG Electric Ventilating company. 
MARION A. ELLIOTTE has been ap- 
pointed to the staff in Detroit, 
Mich. 


Johns-Manville Vet Job 
Plan Given Top Rating 


Johns - Manville corporation has 
been announced winner of a na- 
tional contest conducted by Forbes 
magazine, business journal, for 
“the best company plans for han- 
dling returned service men. The 
Texas company was second and 
Allis-Chalmers Manufacturing com- 
pany third. 


Crawford Elected President 
Of Indoor Climate Institute 


At the second annual meeting of 
the Indoor Climate institute, De- 
troit, T. A. Crawford, general man- 
ager, Timken Silent Automatic di- 
vision, Timken-Detroit Axle com- 
pany, was elected president suc- 
ceeding Paul B. Zimmerman. L. N. 
Hunter, National Radiator com- 
pany, was named first vice presi- 
dent; R. E. Moore, Bell & Gossett 
company, and E .N. McDonnell, Mc- 
Donnell & Miller, were re-elected 
secretary and treasurer. 


Returning Veterans 


After serving three years as lieu- 
tenant commander in charge of a 
seaplane base, Brazil, Alfred D. 
Bell, Jr., has resumed his position 
as redwood division sales manager, 
Hammond Lumber company, San 
Francisco. 

John B. Lowe has rejoined the 
firm of Hope Builders Supply, 
Hope, Ark., after three years’ ac- 
tive duty as officer aboard a de- 
stroyer in the Pacific. 

John S. McCallum has resumed 
his position as manager of the Lake 











































































ae fee IDAHO WHITE PINE 
Quality Lumber — io PONDEROSA PINE 
for 58 Years... (gM wouy aon: 
| y WESTERN WHITE SPRUCE 








AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 


Tidewater 
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in Timbers and 
Other Items for 


Industrial Purposes 
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The Wood Eternal” 








Automatic Dry Kiln Car Lumber Stackers 


Semi-Automatic Dry Kiln Car Lumber Stackers 
f Elevators for Stacking Dry Kiln Cars by Hand ide mate | hs 
% Dry Kiln Car Gravity Flow Unloaders 


Electric Lumber Transfers 
4 Planer Feed Elevators RED CYPRESS 
a Hydraulic & Electric Elevating Tables 
- Passenger, Freight & Industrial Elevators for Your Normal Needs 
. DESIGNERS AND MANUFACTURERS 
% OF SPECIAL EQUIPMENT IMMEDIATE SHIPMENT FROM ST. LOUIS STOCK 





MANUFACTURING COMPANY INC. 


2119 Pacific Avenue, Tacoma 2, Washington 


ELEVATORS 














FLEISHEL LUMBER CO. 
4235 DUNCAN AVE. « ST. LOUIS 10, MO. « NEwstead 2100 
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Manufacturing 


Yellow Pine and Hardwoods 


Including End-Matched Pine and Oak Flooring 


Mills: Diboll, Texas 
Pineland, Texas — MODERN KILNS AND PLANING MILLS — 


\\ 


AX 


n 


wi 


\ 


n 


\\ 


SO 


“ 
+ 


> 





YX 
N 
AS 


ASS 
Mat 
\\\ 


AS 
: 


\ 
AW \ 
Ww 
Ae 
N 


2 @ 


y* 


American LumBerMan, October 13, 1945 


Www 


\X 


d 


AY 
NH 
\\ 
SOOO 


USS 
\ 
\\ 
\S w Ny 


\ 

at 
NX cost 
5 

£ 
\\ 
\ 


\\ 
AN 


































SONOMA AI VE AI 














PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you ean furnish any of the fellow- 
berg (or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4’ Pine, Maple, Birch, Beech, 
Poplar, Gum. Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RWA&L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 








Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumber Dealers 
for 50 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, Ill. 














SULLIVAN LUMBER co. 
caro 'stock F IR ‘cities 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 








LEMIEUX BROS., INC. 


FORESTERS—TIMBER ESTIMATORS 
APPRAISERS-CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 





MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 


FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 


ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Bogincssiog Service and Estimat 
Obligation — Send Us ny a 


yirglS 


Uniformin 


oo) Kol- 
sal > 0) 1 — 
QUALITY 


CH. E. Webster Lumber Co. 
Kansas City, Mo. 











Village Lumber company, Lake Vil- 
lage, Ark., after serving 33 months 
in the U. S. Army; 22 months over- 
seas. 

Charles W. H. Schuck, owner of 
the Schuck & Son Lumber com- 
pany, Springfield, Ill., has received 
his honorable discharge from the 
army. Previous to entering the 
service he was Illinois wing com- 
mander in the civil air patrol with 
the rank of lieutenant colonel. 

Lieutenant Lawrence J. Fitz- 
patrick, USNR, has been released 
to inactive service and will resume 
his position as vice president and 
operating head of the J. J. Fitz- 
patrick Lumber company, Madison, 
Wis. 

Discharged from army duty, dur- 
ing which he served as chief of the 
lumber branch, central procuring 
agency, Engineers’ Corps., Major 
E. L. Reitz has returned as head of 
the E. L. Reitz company, Los An- 
geles. 

Lieutenant Ray C. Cronin, presi- 
dent, Parsch Lumber and Coal 
company, Elyrla, Ohio, is scheduled 
for release from all active navy 
duty early in November after more 
than two and one-half years of 
service. 

Honorably discharged from serv- 
ice as a lieutenant in the 15th Air 
Force in Italy, after spending seven 
months in a German prison camp, 
Ray Van Ide has been named man- 
aged of the W. B. Jones Lumber 
company, Los Angeles. 


Montgomery Lumbermen's 
Group Elects Officers 

At the Sept. 24 meeting of the 
Montgomery Lumbermen’s club the 
following officers were elected: S. 
A. Douglas, president; J. M. Gor- 
ris, vice-president, and J. P. Moyer, 
secretary. 

There was a round-table discus- 
sion on the new wage scale of 65 
cents per hour and all members 
went on record that the mills in the 
South are willing to pay any wage 
provided the OPA will allow suffi- 
cient price increase on their lumber 
to take care of this wage increase. 


California Hoo-Hoo News 

Lewis A. Godard, Hobbs Wall 
Lumber company, San Francisco, 
has been appointed Supreme 
Bojum for the coming year; E. G. 
Davis, Union Lumber company, 
San Francisco, Vicegerent Snark 
for the San Francisco district, and 
D. Normen Cords, Shevlin-Cords 
Lumber company, San Francisco, 
Vicegerent Snark of the Oakland 
district. 

John J. Helm, Santa Fe Lumber 
company, San Francisco, was 
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elected president, Hoo-Hoo club 
No. 39, Oakland, at its recent meet- 
ing. Other officers are Tom Hogan 
III, Hogan Lumber company, Oak- 
land, vice president; G. W. Se- 
christ, Oakland, secretary - treas- 
urer, and K. E. MacBeath, Gordon- 
MacBeath Hardwood company, 
Berkeley, sergeant-at-arms. 

Ray E. Burdg, Noah Adams 
Lumber company, Clarsburg, Calif., 
has been elected president, Sacra- 
mento Hoo-Hoo No. 109. Stanley 
Gustafson, Sierra Mill & Lumber 
company, Sacramento, was elected 
vice president, and C. D. LeMaster, 
Sacramento, re-elected secretary. 


Army-Navy E Awards 

The Miller Brothers Company, 
Johnson City, Tenn., was awarded 
the Army-Navy Production Award 
for the second time, Sept. 21. 

Employees of the Northwest Door 
company, Tacoma, Wash., have the 
distinction of being the first work- 
ers to earn the Army-Navy E 
award for producing both fir ply- 
wood and fir doors. The award was 
presented Sept. 20. 


Turner, Lewis Resign from 
Willapa Harbor Lumber Mills 

Winding up an active career of 
some 47 years in the lumber indus- 
try in the Will- 
apa Harbor 
country, W. H. 
“Bill’ Turner, 
general man- 
ager, Willapa 
Harbor Lumber 
Mills, Raymond, 
Wash., has an- 
nounced his re- 
tirement __ effec- 
tive Nov. 1. He 
will be suc- 
ceeded by Dave Fisher, former as- 
sistant manager, Snoqualmie Falls 
Lumber company, Snoqualmie Falls, 
Wash, 

At the same time Raymond 
Lewis, has announced his resigna- 
tion as sales manager of the Wil- 
lipa Harbor Lumber Mills, effective 
Dec. 1. C. S. Vanderslice has been 
named to succeed Mr. Lewis. 


Raymond Lewis 


Georgia Boys Learn How to 
Cut and Conserve Timber 

Sixty Georgia farm boys recently 
attended the one week Forestry 
Training camp sponsored by the 
Southern Pulpwood Conservation 
association, as part of its program 
to encourage and demonstrate the 
proper care and treatments of the 
South’s forests. 

The session, financed by the 
Union Bag and Paper corporation 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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Storm Windows and Doors 


Soak them in WOODLIFE and they 
will fit better—protects them against 
swelling, shrinking, warping and rot. © 


WOODLIFE 


Available in Pts., Ots., | and 5 Gal. Cans 
30 and 55 Gal. Drums 


Protection Products Mfq. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for Years 




























Urania manufacturing 
facilities are complete 
and modern throughout. 























The Big Modern Mill with the 
Permanent Timber Supply 


Pioneer in reforestation, Urania operates on a 
selective cutting, sustained yield basis. Output is 
geared to re-growth. With large tracts of Yellow 
Pine and Hardwood timberlands under careful 
supervision of trained and experienced foresters, 
Urania is thus assured a permanent timber supply. 


The Urania Lumber Co. Ltd. 
Urania, Lovisiana 


Lumber Manufacturers and Tree Farmers 
Members S. P. A., S. P. I. B., Southern Hardwood Producers 


AMERICAN LUMBERMAN, October 13, 1945 





SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd, Rainy Lake, Ont. 
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and the Brunswick Pulp and Paper 
company, taught the boys how to 
estimate the amount of wood that 
can be cut from standing trees 
which will help them in selling 
forest products from their farm 
woods. 


FORESTA FACTORS 


SPECIALIZES IN 
SETTING UP 
NEW WHOLESALERS 


Also develops wholesale sales through 
financing accounts and inventories 


A LUMBER SERVICE 
OPERATED BY 
LUMBERMEN 


Address: 
1790 Broadway, New York 19 














’ Our flooring plant is modern through- 
out. For well-manufactured Maple 
and Birch flooring specify “Diamond 
Hard.” 








RED CEDAR POSTS 


Genuine Tennessee & Arkansas Red Cedar 
Posts; Rounds, Splits, Bark On. Assorted 
Sizes, 2" Top to 7” Top, Lengths 612’ to 12’. 


Write for prices. 


U. S. CEDAR CORPORATION 
4903 Delmar Bivd., St. Louls 8, Missouri 








Pennsylvania Dealers 
Hold District Meeting 

A district meeting, comprising 
thirteen sub-divisions, of the Lum- 
ber Dealers Association of Western 
Pennsylvania was held Sept. 26, in 
Johnstown, Pa. 

A. A. Hood, director of dealer re- 
lations, Johns-Manville corporation, 
talked to the dealers on their re- 
sponsibility in the postwar pro- 
gram and recommended the Plat- 
form of Service (see AMERICAN 
LUMBERMAN, Sept. 29, page 28.) 

A. H. Yereance, Weyerhauser 
Sales company, gave the dealers in- 
formation on the present lumber 
situation from the manufacturers’ 
viewpoint. 


American Lumber, Treating 
Company Opens New Plants 

Florence, S. C., is the site of the 
first of several new or relocated 
American Lumber & Treating com- 
pany plants which will be placed in 
operation during the next two 
years, it is announced by J. F. Lin- 
thicum, president of the company. 

Paul Wayman, vice president, 
said that approximately one-half 
to two-thirds of the equipment 
planned for installation will be 
ready for operation when the plant 
opens, the remaining machines and 
processing units to be added as the 
manufacturers are able to make de- 
liveries. 


U. S. Plywood Opens 
Baltimore Warehouse 


United States Plywood corpora- 
tion announces the opening of a 
new warehouse at 2020 Mosher 
street, Baltimore, Md., under the 
supervision of Thomas §S. Hauck. 


Rolf Thelen, U. S. Forest 
Products Physicist Retires 


Rolf Thelen, scientist and in- 
ventor who has been closely asso- 
ciated with the development of the 
U. S. Forest Products laboratory, 





Wanted! 


of wood kits for homecraft use. These 
kits should be made to our specifications, 
packaged in cardboard cartons, labeled 
with our labels. They will contain the 
wood and hardware necessary to make 
tables, chairs, shelves, lamps and other 
projects which the owner of a home 
workshop usually makes. Wood required 
will be mahogany, walnut, birch, maple, 
". cherry, etc., best possible grade. 
olid stock preferred. Initial order will 
be 250 each of 10 different patterns. 





wooD 


A source of 


KITS 
supply .... -« 


Quantity will increase rapidly after in- 
troduction. Will also want turning chucks. 


This will build up into substantial volume. 
Will be distributed nationally through 
our dealer organization in conjunction 
with other nationally known products 
which we make up for the homecraft 
hobby trade. 


We will send you detail drawings and 
full particulars. Write us today. 


Address J-65, American Lumberman 
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Madison, Wis., since its founding 
in 1909 retired Sept. 30. He has 
been chief of the laboratory’s di- 
vision of timber physics for the 
past 26 years. He will be suc- 
ceeded by Raymond C. Rietz. 

Mr. Thelen’s studies of timber 
physics, primarily as related to the 
seasoning of wood, led to his in- 
vention of various types of forced- 
circulation dry kilns. 

During World War I he advised 
many government agencies on the 
most efficient means of using wood 
products for war purposes. And 
in this war he coordinated the 
laboratory’s research and test pro- 
grams for the Army, Navy and 
other war agencies. 

The written record of his work 
includes such standard treatises as 
his Kiln Drying Handbook written 
in collaboration with Arthur 
Koehler of the laboratory staff, and 
numerous articles dealing with 
wood utilization. 


Strike Proves Good Thing for 
One California Lumber Dealer 

A strike of operating engineers 
in Los Angeles harbor Sept. 20 re- 
sulted in one lumber company add- 
ing considerably to its stock of 
supplies. 

The strike led to the diversion 
of a shipload of Pacific Northwest 
lumber to San Diego. When the 
schooner Quinalt docked there with 
its load, 1,250,000 board feet of 
lumber—enough for 100 3-room 
houses—was snatched up by a local 
lumber yard to help meet its tre- 
mendous backlog of orders. 


Michigan Lumber, Sash and 
Door Salesmen Golf 

The Michigan Association of 
Traveling Lumber Sash and Door 
Salesmen held its second golf tour- 
nament and evening supper party 
Sept. 28 at the Meadowbrook Golf 
and Country Club, Northville, 
Mich., with 51 members and 
friends attending. 


Fires 

Fire destroyed a great portion of 
the Hagerstown Lumber company’s 
plant, Hagerstown, Md., Oct. 9, with 
an estimated loss of $100,000... an 
area 50 x 500 feet was burned out at 
the Braun Lumber company, Detroit, 
Mich., Sept. 24. A lumber shed, mill 
and piles of unfinished lumber were 
destroyed ... a plant of the National 
Lumber company, St. Paul, Minn. 
was destroyed by fire Sept. 28 with 
loss estimated at $250,000 . . . yards 
of the McCray Lumber company and 
the A. E. Cummings Lumber company, 
Kansas City, Mo., were damaged when 
fire swept through them Oct. 3 with 
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a combined loss of $100,000 . . . about 
10,000 feet of lumber were destroyed 
by flames at the Rudolph-McChes- 
ney Lumber company, Timmins, Ont., 
when fire swept through the mill 
causing damage estimated at $100,000 
... the plant of the Timber Struc- 
tures, Inc., Portland, Ore., was swept 
by fire Oct. 1 which destroyed the 
laminating plant, box factory and 
planing shed with a loss estimated 
at $350,000 to $500,000 .. . fire of un- 
determined origin Sept. 24 destroyed 
the Boydton Manufacturing company, 
Boydton, Va., with a loss of about 
$50,000 in buildings and equipment 
and $15,000 in lumber. 


Smith Wood-Products Clears 
Reports on Sale of Property 


Because of conflicting reports 
about the sale of properties of 
Smith Wood-Products incorporated, 
Ralph L. Smith, president, has sent 
out an announcement to the effect 
that the only property involved is 
holdings of the Smith Wood-Prod- 
ucts company at Coquille, Ore., in- 
cluding standing timber in Coos 
and Curry counties. The sale also 
included the company’s half inter- 
est in the Laird Benham Laird 
Logging company. This sale in no 


way affects the holdings of the 


Ralph L. Smith Lumber company 
of which Mr. Smith is also presi- 
dent. 


Trimedge Branch Plant 
Opened in Michigan 


Trimedge, Ine., announces the open- 
ing of a factory branch at 2142 Gra- 
tiot avenue, Detroit, Mich. This branch 
will serve the territory of Michigan 
and northwestern Ohio: William L. 
3onnell has appointed H. J. Olden- 
kamp district manager. The Detroit 
unit will earry the full line of Trim- 
edge products. 


Cincinnati Lumbermen Hold 
Golf Tournament, Elections 


A unique solution to the caddy 
shortage was provided when the 
Cincinnati Lumbermen’s Golf as- 
sociation had their annual tourna- 
ment Sept. 26. The M. B. Farrin 
Lumber company provided a “cart 
caddy” for each player. ~ This 
“caddy” held the golf bag and could 
be pulled or pushed around the 
course by the players. 

The tournament was concluded 
with the annual election at which 
the following officers were chosen: 
Harold D. Riemeier, president; 
Ferd Critchell, vice president, and 


Sam Piates (re-elected) secretary- 
treasurer, 


. . Obituaries 


ORNAN E. BARKER, 63, pres- 
ident, Southern Lumber company 
and Indiana Excelsior company, In- 
dianapolis, Ind.—Oct. 5. 


JAMES ALLEN BUCHANAN, 
79, co-founder of Bodcaw Lumber 
company, and six other lumber 
firms, Texarkana, Ark.—Oct. 11. 


ERNEST H. BURGESS, presi- 
dent of the Endowco Wood Prod- 
ucts company, Chicago, IIl. 


JOHN DUTCHER COLMAN, 79, 
retired owner of the Colman Lum- 
ber company, Pawling, N. Y.— 
Sept. 24. 


CHARLES R. HALL, former 
lumber company owner, Avondale, 
Ohio—Sept. 18. 


BRUCE F. HARRIS, 68, presi- 
dent and general manager, B. F. 


Harris company, Winnipeg, Canada 
—Oct. 6. 


WILLIAM L. HARRISON, 51, 
vice-president, Bluff City Lumber 
company, Memphis, Tenn.—Oct. 4. 


CARL B. HART, 68, president, 
Riverside Lumber and Equipment 
company, Evansville, Ind.—Oct. 12. 


JOHN JACKSON, 69, president, 
Whitmer-Jackson company, Cleve- 
land, Ohio—Oct. 12. 


JOHN A. JANVRIN, 69, first 
president, New Hampshire Retail 
Lumbermen’s association later di- 
rector, Northeastern Retail Lum- 
bermen’s association, and retail 
dealer, Hampton, N. H.—Oct. 14. 


JOSHUA FRED JOHNSON, 62, 
president of the J. F. Johnson 
Lumber company, Glen Burnie and 
Annapolis, Md.—Sept. 24. 

CHARLES S. KEITH, 72, first 
president, Southern Pine associa- 
tion and former head of the Central 
Coal & Coke company, Kansas City, 
Mo.—Oct. 9. 

GEORGE F. KELLER, 77, own- 
er of a coal and building material 
business, Riverside, Ill—Sept. 17. 

OLIVER PAGE, 72, superinten- 
dent of the Bathurst Lumber com- 
pany and general manager of the 
McLennon Lumber company, Mont- 
real, Canada.—Sept. 22. 

T. HERBERT SMITH SR., 67, 
president, Smith Lumber company, 
Memphis, Tenn.—Oct. 10. 

JOHN A. WENDT, 51, sales 
manager, U. S. Gypsum company, 
Chicago—Oct. 19. 

HERMAN W. WITTLIFF, own- 
er of the Wittliff Roofing and Con- 
tracting company, Corpus Christi, 
Tex.—Sept. 8. 
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ADVERTISING 


PAYABLE IN ADVANCE 


Co must be in office of AMERICAN LUM- 
BERMAN by Monday prior to eh iestins 
on ber o 


date. Rates are b WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
poe classification, with first line in capitals, 
so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 

8c per word for one insertion. 
7c per word, per insertion, for 2 consecutive 

insertions. 
6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 
MINIMUM CHARGE $§1.60. 
Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 
When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 











HELP WANTED 





WANTED—SUPERINTENDENT 
For large retail lumber yard in oom — 
consin, Experience necessary. ave 
ability to handle men. Address B-105, Amer- 
ican Lumberman. 


WANTED—Grade lumber er—stationary 
circular mill—steam feed.. C g practically 
all hardwoods, laopey ak. Steady work. 
good living conditions. Give age. experi- 
ence, references and full particulars in first 
letter. Address J-40,. American Lumberman. 


Cutter and head grinder for three hi-speed 
stickers. A good job in a nice modern plant. 
Write fully as to qualifications. age and 
wages desired. Location Eastern Penna. Ad- 
dress J-56, American Lumberman. 


Young man with architectural training to pre- 
pare small house plans and specifications. 
Alexander Lumber Co., Aurora, Iil.. 


Hardwood Inspector wanted for Northern Ohio 
yard and nearby mills. Large City. good 
schools and living conditions. Permanent job, 
no floaters wanted. Give age. references and 
experience. Address J-50, erican Lumber- 
man. 


PURCHASING AGENT or buyer wanted for 
wholesale firm (Softwoods). Permanent. Sal- 
ary and/or high commission. Address J-68, 
American Lumberman. 


YARD MANAGER AND YARD FOREMAN 
NEEDED 


If you know the lumber business and are 
willing to hit the ball. here is a real oppor- 
tunity for you. We recently acquired one of 
the most modem plants in Omaha and need 
a good yard manager and yard foreman to 
operate it. During the past thirteen years. 
our company has built one of the largest lum- 
ber and coal businesses in the midwest. We 
now operate four y money makers. 
We believe in paying our employees well and 
can guarantee you good money if you have 
the qualifications. Write us today outlining 
your experience and designating when an 
interview can be arranged. : 
JOHNSON CASHWAY LUMBER COMPANY 

BOX 193 OMAHA 7, NEBRASKA 























Illinois. In witli state experience. sal 

e e lary 
desired. t be a Fe ether information. 
HC. STONE LUMBER COMPANY. Peoria 2. 
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HELP WANTED 


HELP WANTED 





WANTED FOR PERMANENT JOB 
Experienced Lumberman. Capable of reading 
plans and doing complete job of estimating 
building materials. Some general office work 
in retail business. Good place for right man. 
Give full details about yourself, salary ex- 
pected, and when can report for work. Com- 
pany doing large volume of business. Ad- 
dress: Hewitt P. Tomlin, V.P. Gen’l Manager, 
Five Points Lumber Company. Jackson, Ten- 
nessee, Phone 4100. 


Double End Tenoner man, prefer man familiar 
with Automatic Shaper, must be able to make 
cutters, set up and operate. Location East- 
ern Penna. Address J-55, American Lumber- 
man. 








WANTED: Experienced office men and experi- 
enced hardware man for large retail lumber 
yard. Whelan Lumber Company, Topeka, 
Kansas. 


WANTED—Allround yardman for small yard. 
State wages and experience. Chicago suburb. 
Address G-26, American Lumberman. 


WANTED: Experienced young lady for gen- 
eral office work in retail lumber yard. b- 
urb just outside: of Chicago. Address H-49, 
American Lumberman. 


Foreman-Dry-Kiln-Inspector and lumber stor- 
age latest. Moore Kilns, all storage on kiln 
cars, all handling by monorail system, every- 
thing inside and heated, handle 300,000 ft. per 
month of Western pine and Southern hard- 
woods. A good job for a good man. Answer 
fully about yourself and salary desired. Lo- 
cation East. Address J-54, American Lumber- 
man. 














LUMBER SALESMAN ’ 
Industrial Experience preferred. Exceptional 
opportunity with large Chicago retail yard. 
State age, experience and salary desired. 
Address H-54, American Lumberman. 


Our reconversion is completed. We need ex- 
perienced men in our frame factory and mill- 
work departments. In our sawmill we need 
two good millwrights and several common 
laborers. DEER PARK LUMBER CO., Deer 
Park, Washington. 








Wanted: Experienced Machine Bookkeeper by 
Retail Lumber Concern. Permanent position 
at a good salary in the best city in Indiana. 
P. O. Box 81, LaPorte, Ind. 


Foreman—for rough mill or cutting and sticker 
department in mill work and cabinet plant. 
All electric, modern and roomy. Must be ex- 
perienced on high frequency and jointed knife 
work, a good job for a good man. Answer 
fully as to qualifications, education and sal- 
ary desired. Location East. Address J-53, 
American Lumberman. 


WANTED, experienced man take charge going 
retail lumber yard in Philadelphia. Must 
have thorough knowledge of millwork and 
kindred items, capable of reading blue prints 
and taking off lists. Knowledge of Johns- 
Manville merchandising plan would be help- 
ful. Splendid opportunity for wide awake 
individual with imagination and _ initiative. 
Give full details—salary desired. Address 
J-34, American Lumberman. 


WANTED: Experienced Estimator for Special 


and Stock Millwork. Middle Age. Box 1477, 
Fort Worth 1, Texas. 














WANTED—We are interested in securing serv- 
ices of a log buyer who can purchase from 
log producers, um and — logs for 
veneer mill, Northeast section of Georgia. This 
is a steady position with an old line com- 
pony just starting a new operation. All in- 
ormation treated strictly confidential. Address 
J-31, American Lumberman. 


WANTED — Competent bookkeeper to take 
complete charge of office work for sawmill 
operation cutting 15,000 to 20,000 feet of hard- 
wood per day. Steady position with good liv- 
ing conditions. Give age, experience, refer- 
ences and complete information in first letter. 
Address J-4l, erican Lumberman. 


Wanted: Experienced retail lumberman as 
yard foreman and salesman to work with the 
owner of private yard in splendid Iowa town 
of 10,000. Possibly the man I am looking for 
is now employed as manager of a small yard, 
but wishes to increase his salary and pro- 
vide better living conditions for his family 
and superior school facilities for his children. 
Good salary to right man. This is a splendid 
opportunity with a good future. Address K-30, 
American Lumberman. 








SITUATIONS WANTED 





Wanted: Hardwood Lumber Inspector for our 
Chicago Distribution Yard. Preference given 
to honorably discharged veteran; some ex- 
perience necessary. ddress H-70, American 
Lumberman, 


WANTED—Manager for old established plant 
located Middle East, producing face Veneers 
in imported and domestic woods. Excellent 
opportunity for right man. All information 
treated strictly confidential. Address H-67, 
American Lumberman. 


We need a Head Sawyer who can saw to 
grades and take care of his own saws. New 
stationary circular mill in town of about 2,000 
inhabitants. Lower Michigan. MARQUETTE 
LUMBER CO., INC., SOUTH BEND 2, IND. 


Experienced saw filer for band and circular 
saws—in Chicago area—First class apart- 
ment available adjacent to plant at agreed 
rental—Not over 45 years old—Answering 
please give qualifications, salary wanted. Ad- 
dress H-66, American Lumberman. 

WANTED:—Grade lumber inspector to handle 
yard and shipping of hardwoods in accord- 
ance with National rules. Steady work, good 
living conditions and good opportunity for 
the right man. Job open for early October. 
Give age, experience, references and other 
important information in first letter. 

Address J-39, American Lumberman._ 


WANTED—Experienced walnut and other na- 
tive veneer log buyer for Mid-Eastern plant. 
Permanent employment and excellent oppor- 
tunity to right party. Address H-68, Ameri- 
can Lumberman. 


Wanted: Competent office man, estimating and 
drafting. Central Ohio. Address J-49 Ameri- 
can Lumberman. 


WANTED—SAWMILL AND WOODS HELP 
Large West Coast Fir producer with heavy 
order file needs more mill and woods help 
to expand production. Men with or without 
lumber experience now being discharged from 
the armed services or others who would like 
to settle in friendly, nice Oregon town and 
have steady job with this progressive. well 
managed organization are invited to write us. 
Equipment modern throughout. Fine quality 
timber. Excellent working conditions. 

Address J-43, American Lumberman. 


WANTED—MANAGER 

For lumber yard, located in small town in 
Kentucky, with selling experience, construc- 
tion, plans. Good opportunity for right man. 
Will arrange interview. Address K-31, Ameri- 
can Lumberman. 

Foreman—for finish mill or machine and as- 
sembly room, modern, light and roomy; about 
50 men on mill work, stair-work and special- 
ties. Must be top notch man; most work is 
stock design rather than special. Answer fully 
as to qualifications, education, salary desired, 
etc. Location East. Address J-52, American 
Lumberman. 


SITUATIONS WANTED 


Manager now employed wants to make a 
change doing a volume over One Hundred 
Thousand a year. Address K-20, American 
Lumberman. 


Wanted: Thoroughly experienced wholesale 
lumberman, with unquestionable references, 
wants a line of West Coast Fir products as 
Mill representative. on a commission basis. 
Address K-29, American Lumberman. 


Position Wanted as Millwork Superintendent, 
Detailer, Estimator, 20 years experience. Age 
43. Permanent position only. Address K-24, 
American Lumberman. 


















































EXPERIENCED MILLWORK EXECUTIVE 
Wants position as manager of wholesale 
manufacturing or jobbing business. Address 
E-40, American Lumberman. 


Salesman calling on lumber yards Philadel- 
we and vicinity wants line commission basis. 
reference, Millwork, Plywood or Kindred 
Lines. Address H-63, American Lumberman. 


HARDWOOD INSPECTOR 
Open for position as Inspector or Yard Fore- 
man. Capable and experienced. References. 
Address J-32, American Lumberman. 


Lumberman with many years experience, now 
returning to widely established retail yard 
and industrial trade in the east desires re- 
liable connection with west coast manufac- 
turer or wholesaler. Address J-30, American 
Lumberman. 


ARCHITECTURAL ENGINEER & DRAFTSMAN 
Seeks connection with manufacturer of prefab 
buildings or one desiring to set up prefab 
department. Will design soundly engineered 
profit making structures. Work with all- de- 
partments for efficient, economical production. 
Education also in civil engineering and busi- 
ness management. Address J-36, American 
Lumberman. 


EXPERIENCED LUMBERMAN AND SALESMAN 
wholesale, retail, executive ability as fore- 
man and manager, employed but available. 
Age 47. Central N. Y. State. 

Address J-42 American Lumberman. 


POSITION WANTED AS BOOKKEEPER 
Assistant Manager or Manager of small yard. 
Ten years’ experience in bookkeeping and sell- 
ing. Address J-45 American Lumberman. 

COMPLAINT SETTLER 
Tactful, diplomatic lumberman located in De- 
troit specializing in distressed lumber and 
adjusting complaints. Grade expert in all 
domestic woods and mahogany. Address J-26, 
American Lumberman. 


Thoroughly Competent, Practical Lumberman. 
Able to erect and operate any sized plant, 
familiar with all types of American built saw- 
mill machinery. Experienced in South and 
Central America, also the far east. Am an 
expert saw filer, a bands, speak 
some Spanish, and know how to handle 
labor. Am 51 years of age, have United States 
passport. To any one in need of a man of 
this type I would be pleased to furnish un- 
questionable references. Address G-35, Amer- 
ican Lumberman. 























Salesman, Millwork, or any building product. 
18 years experience. Can estimate, detail, 
service jobs, draw plans. Well educated and 
qualified to assume responsibility. No hurry 
to change. Good references. Prefer North- 
west near good hunting and fishing area. 
Address J-64 American Lumberman. 





Accountant-Auditor, with 25 years lumber ac- 
counting auditing desires to make a change. 
Capable of assuming complete charge of ac- 
counting, profit and loss statements, balance 
sheets, etc. Salary reasonable. Midwest pre- 
ferred. Address J-63, American Lumberman. 





Thoroughly capable and experienced retail 
lumberman with outstanding record as mana- 
ger of large yards seeks a new connection. 
Age ‘50, excellent health and best of refer- 
ences. Prefer Illinois city of 10,000 or larger. 
Address J-59, American Lumberman. 





Experienced Manager desires change. 48 years 
of age. 20 years in retail lumber and planing 
mill business. 10 years wholesale millwork. 
Could invest. Address K-21, American Lum- 
berman. 








YELLOW PINE BUYER 
Capable and experienced, familiar with Re- 
tail yard requirements, and acquainted with 
Southern Pine Mills, available January first 
(Jan. Ist). Address K-32, American Lumber- 
man. 


BUSINESSES WANTED _ 


Wanted: Lumber Yard for lease, Metropolitan 
New York area and Miami or Jacksonville. 
Address J-21, American Lumberman. 











Position Wanted 

METHODS & PRODUCTION 
Executive, American, single, excellent health, 
personality and appearance, twenty-five years 
broad experience plant operation and devel- 
opment in lumber, paper and chemicals. Now 
with large Engineering Firm operating, exten- 
sive chemical plant. Available 30 day's no- 
tice Employer. Address J-57, American Lum- 
berman. 





Wants position as retail lumber yard manager. 
6 years experience, age 33, salary plus com- 
mission. Address John M. Tillotson, Elgin, 
Iowa. 


Want to buy complete Lumber Mill with 80 
H.P. Locomobile Boiler and Engine. Give {ull 
details. GONZALEZ, P.O. Box 219, Guadala- 
jara, Mexico. 


WANTED—Lumber Yard site with sheds and 
switch track preferred. Minimum 75,000 square 
feet land and buildings. Chicago or suburb. 
Address K-25, American Lumberman. 


WANTED—Small or medium sized lumber yard 
or builders supply business by experience 
lumberman. Supply general information. Can 
pay cash. Address K-26, American Lumber- 
man. 











Wanted: Retail lumber yard manager northern 
Ohio city about twenty thousand population. 
Must be progressive and thoroughly experi- 
enced. ood opportunity. Address K-22, 
American Lumberman. 
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SALES ACCOUNTS WANTED 
High class lumber salesman located in De- 
troit twenty-five years desires Ponderosa and 
a ta Pine account for that city. Address 
J-25, American Lumberman. 





Lumber and Building Material Yard in Middle 
West, preferably Minnesota or Iowa. W 
consider half interest and manager. Give 
business volume and details. Address K-33. 
American Lumberman. 
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